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WEATHER FORECAST: 
High winds, severe 
storms, rain or snow. 


When an old mariner reads the signs and 
scents a storm approaching he ‘makes ready’”’ his 


boat—he prepares for it. 


When the months of March and April approach 
the farmer ‘‘makes safe” 
for bad weather. 

Many alert hardware merchants are ‘‘on the 
lookout,"’ too, they're preparing for spring 
weather with the right goods. 

The big sellers in the National Line from now 


on are the 


NATIONAL 


Adjustable Storm-Proof Door Hangers 


These time tested hangers and rail have 
been up against howling gales and driving 
rains and their snug fit turns the elements 
like a duck’s back turns water. 


Like all National Builders Hardware they 
are made right, and stay so. 


But National Barn Door Hangers do 
more than stay right—they move right— 
they even do away with vibration—the 
National Flexible Hinge-Joint acts the mo- 
ment anything bumps the door. This flexi- 
bility saves the door and saves the hanger. 
Nationals are great for saving wear and 


tear. 


National 
Manufacturing 
Company 


Sterling, _ Illinois 





his barn—prepares 
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(Patented April 24, 1906) 
(Patented September 24, 1912) 


And the Storm-Proof Rail made for 
these hangers can be put up in half the time 


of others. Nationals save labor. 


Packed right—the National way complete 
with all fixtures needed for immediate ap- 
plication—Nationals save time in serving 
customers. 


No long waits in dealing with us—we 
supply Dealers direct—promptly. Why not 
make money at the buying end as well as at 
the selling end ? 


for Catalog, Order Blanks and 


Send 
Prices. 
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What the New Tax Law Means to Me 


Six Billion Dollar Bill Finally Passes 

















“Taken as a whole this 
bill is an amazing com- 
bination of good and bad 


features.” per cent. 




















An example where a 
$15,000 total income is 
taxed approximately six 


Plan to tax all taxable 
goods in hands of retail- 
ers and jobbers is de- 
feated early. 
































Congress Puts ‘‘O.K.’’ on Big Revenue Measure—Practical Operation of 
Income Tax Section—Excise Taxes on Automobiles, Talking 
Machines, Sporting Goods, Firearms and Ammunition 


By W. L. CROUNSE 


WASHINGTON, Feb. 17, 1919. 


HE Kitchin-Simmons war revenue 
bill, much battered and bruised 
and hardly to be recognized as the 
measure originally passed by the 
House last summer, has_ been 
agreed to in conference and final- 
ly approved by both houses. It 
now awaits the signature of the 
President of the United States, 
which, presumably, it will receive 

soon after Mr. Wilson returns to Washington. Ac- 
cording to the latest advices he will reach here 
during the last week in February, when Congress 
will be within four or five days of the end of the 
session. 

Taken as a whole this revenue bill is an amazing 
combination of good and bad features. That it 
will remain long on the statute books is not believed 
by one man in ten on Capitol Hill, and this fact has 
much to do with the big vote in favor of the measure 
in both houses. 








Secret of Revenue Bill’s Strength 

yee average business man who will take the 
trouble to read the entire three hundred and 
sixty-two pages of the bill, as reported by the Con- 
ference Committee, will be lost in wonder that it 
should have passed even by the narrowest of ma- 
jorities. The reasons were set forth in the final de- 
bate in the House of Representatives by J. Hampton 
Moore, of Pennsylvania, a member of the Ways and 
Means Committee and a conferee on the part of the 
House who helped to give the measure its final form. 
Mr. Moore’s speech is a gem. His sentiments will 
be echoed by business men all over the country as 
long as this astonishing piece of legislation remains 
on the statute books. It is the acme of philosophy 
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and resignation, and is worth printing in full. It 
is as follows: 


“Mr. Speaker, I shall not attempt to discuss the 
details of this bill. To wander through its pages is 
suggestive of a journey through the chamber of financial 
horrors. 

“It is supposed to have come from the Senate simpli- 
fied and bereft of the supposedly expert and scientific 
treatment it received before it was presented to the 
House. Then it was to raise $8,000,000,000; now, 
chastened and ‘made clear’, it is to raise $6,000,000,000. 
As one of the minority conferees I would not desire to 
be called upon to attest that these efforts in the interest 
of clarity were worth the $2,000,000,000 which it is 
claimed will be saved to the taxpayers by the changes 
made. 2 

A Lawyer’s Bill 


¢¢]T is a lawyer’s bill—an expert’s bill—from start to 

finish. It reflects credit upon the indefatigable in 
dustry of the gentleman from North Carolina (Mr. 
Kitchin), who knows the remnants of his ‘baby’ better 
than any other man in Congress, but it is a bill the 
like of which I fondly hope and pray we may never be 
called to look upon again. 

“But the bill is here, changed and amended, loaded 
up with riders that do not pertain to revenue and which 
have no rightful place in the measure, and there is no 
recourse but to act upon it. What shall we of the mi- 
nority do? Shall we rise against this four months’ war 
provider and smite it? 

“For one I shall vote for it despite its imperfections. 
As a Member of the House I voted for war. With that 
vote I assumed my full share of responsibility. That 
vote was a vote to support the President, who is Com 
mander-in-Chief of the Army and Navy. 

“The Commander-in-Chief asked for the money to 
prosecute the war; the Secretary of the Treasury 
went over the financial needs in detail. The particular 
plan of the taxation which this bill established is thei: 
plan, not mine. 

“If there was graft or waste in this bill, so ear- 
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marked that we could distinguish it, I would vote to 
eliminate it; but that is not now the question. If the 
war was over and we could assure ourselves that any 
of this tax money is not needed, it might enable me 
to vote against the bill or for its amendment. 


Financially Still at War 


66D UT the President is still the Commander-in-Chief; 

he has not yet issued his proclamation declaring 
that a state of war no longer exists. To all financial 
intents and purposes we are still at war. 

“We must raise money to meet our obligations. Nor 
can we cease to tax or borrow until peace is finally de- 
clared, and perhaps not then. It was what we got into 
when we got into war. 

“We must support our soldiers and sailors until they 
are called home. We must provide for the wounded 
and for the dependents of those who laid down their 
lives. 

“Some men say the war is over and we should vote 
against this bill. They forget that we have obligated 
ourselves this year for from four to six times the 
amount of money this bill will produce. 

“Under other circumstances I would gladly vote 
against this measure, but under the conditions that 
now prevail I deem it a moral duty to support it. 
Those who stand prepared to justify their acts in 
peace or war will not avoid their responsibility in this 
regard; and as for those who have been profiteering, 
those who were safe at home making money when 
red-blooded young Americans were fighting in the 
trenches and sleeping in the mud of France, who now 
expect of Congress that they shall be excused from 
paying a fair share of the Government expenditures 
they enjoyed, it seems as if we might say, ‘Get thee 
behind me, Satan.’ 


Uncle Sam a Spender 


“Mr. Speaker, I do not like this bill—neither the 
method nor style of it—but I recognize in it, despite its 
intricacies, an effort by the administration to live up 
to its legal and moral obligations. If the enforcement 
of it will help the American people to better under- 
stand the ease, if not the extravagance, with which 
their money has been spent; if it will tend to promote 
a better understanding of the manner in which our 
domestic resources have been applied, with the general 
world welfare as an altruistic objective, it may bring 
about an early realization of the great importance of 
calling a halt and hastening a return to the American 
normal.” 


Let every business man, therefore, pay his taxes 
as cheerfully and with as much philosophy as Hamp 
Moore invoked when he voted for the bill. Next 
year your taxes will be lower even under the Kitchin- 
Simmons law, with the chances strongly favoring 
the very comprehensive revision of the war tax 
statute early in the new Congress. 


Some Interesting Features 


SUMMARY of those features of the new statute 

of special interest to the average merchant, 
more particularly if he is in the hardware trade, 
will doubtless prove of some small service at this 
time and may aid the readers of HARDWARE 
AGE in making up their tax returns. These returns 
must be filed with the local collector of internal 
revenue not later than March 15. 

I am firmly of the opinion that my good friend, 
Commissioner Roper, has made a mistake in insist- 
ing that corporations and individuals shall make 
returns and payments at so early a date in view of 
the fact that it will be impossible to distribute the 
printed forms in time to reach all taxpayers before 
March 1, even though, as the commissioner has an- 
nounced, the returns to be made on March 15 will 
be preliminary and will not be binding on the 
makers. Uncle Sam needs the first payment as 
soon as he can get it, but I think it would have 
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been much better if taxpayers were permitted to 
make a payment on March 15 equal to one-fourth 
the estimated tax to be paid, deferring the presen- 
tation of a detailed return until April 15. This 
would have obviated the making of two returns and 
there would have been no delay in turning the first 
payment into the Treasury. 

The second payment will be due on June 15, the 
third on Sept. 15 and the fourth on Dec. 15. This 
is a decided improvement over the old law, which 
required all payments to be made in the month of 
June. 


Exemptions Allowed Income Taxpayers 


BD pig the new law a single man is entitled to 
an exemption of $1,000 and a married man to 
an exemption of $2,000, with $200 added in each 
case for actual dependents. 

The amount of income in excess of these exemp- 
tions and up to $4,000 in excess will be subject to 
a normal tax of 6 per cent. Any greater amount of 
income will pay a normal tax of 12 per cent. 

In addition to the normal tax, which will be levied 
upon earnings but not upon income derived from 
interest and dividends of corporations paying the 
income tax, a series of surtaxes is imposed which 
will take in income of all kinds not specifically 
exempted. 

To illustrate the operation of the new individual 
income tax law I shall present a little table which 
I have prepared in response to a request from a 
reader of HARDWARE AGE, who is the fortunate 
possessor of a salary of $10,000, and who, by highly 
commendable thrift, has acquired considerable 
blocks of stocks in several corporations which pay 
the corporate income tax provided by law, netting 
our friend in dividends some $5,000 per annum. 

The surtaxes, you will be pleased to bear in mind, 
do not apply to an income until it passes the $5,000 
mark, but they apply to income from all sources 
thereafter. The rate on the first thousand (from 
$5,000 to $6,000) is 1 per cent, that on the next 
$2,000 (from $6,000 to $8,000) is 2 per cent, and 
so on up the scale, the rate on each additional $2,000 
being raised exactly 1 per cent, so that the top 
“bracket,” which fixes the surtax on a net income 
in excess of $1,000,000, imposes a rate of 65 per 
cent, which is certainly going some. 


How the Schedules Apply 


'T’HE detailed calculation covering my friend’s 
income and showing the tax thereon to be $1,022 
is as follows: 


ISXAMPLE 
Income from salary or business.........cccecescees $10,000 
Income from dividends on stock of sundry corpora- 
Pe. ee DIE s 60k ss one bs Dawe e-k ee Rh ed vole e sree ee 5,000 
ee TED i vce scene eed pacerhetensseeeeeneen $15,000 
Exemption of married man with two children...... 2,400 
Normal tax on first $4,000 of income above exemp- 
et ee gk OP Peer ee eee ere ree ee ore $240) 
Normal tax on remaining $3,600 of income at 12 per 
MRO TE TACT TE TT OCTET TTT Tee ee ere 432 
Surtax on total income from all sources in excess 
of $5,000: 
$5,000 to $6,000 at 1 per cent.........e.00. $10 
$6,000 to $8,000 at 2 per cent............... 40 
$8,000 to $10.000 at 3 per cent............+- 60 
$10.000 to $12,000 at 4 per cent............. 80 
$12,000 to $14,000 at 5 per cent............. 100 
$14,000 to $15,000 at 6 per cent............. 60 


Po. Se ee ee ee Pee eee eh eee 350 


ee NS INS 6 0h aw 65 is a 086 OHSS $1,02 


You will note that my friend will be called upon 
to pay a tax of slightly more than one-fifteenth of 
his income, or approximately 6 per cent of his re- 
ceipts from all sources, notwithstanding the fact 
that the corporations from which he receives one- 
third of his income are also required to pay a norma! 
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tax and sundry war excess profits taxes according 
as their incomes compare with those made during 
the three years before the European war began 
in 1914. 


Some Stiff Excise Taxes 


NE of the most interesting features of the new 

revenue law from the standpoint of the hard- 
ware dealer is the chapter which imposes excise 
taxes on articles sold by a manufacturer or im- 
porter. These taxes were originally provided in 
the House bill and were retained by the Conference 
Committee usually at the somewhat lower figures to 
which they were reduced by the Senate Finance 
Committee. 

Subdivision 1 of the excise tax section imposes a 
tax of 3 per cent on “automobile trucks and auto- 
mobile wagons, (including tires, inner tubes, parts 
and accessories therefor, sold on or in connection 
therewith or with the sale thereof.” 

Subdivision 2 levies the higher rate of 5 per cent 
on “other automobiles and motorcycles (including 
tires, inner tubes, parts and accessories therefor, 
sold on or in connection therewith or with the sale 
thereof), except tractors.” 

Tires, inner tubes, parts or accessories for any 
of the articles enumerated in subdivision 1 or sold 
to any person other than a manufacturer or pro- 
ducer of any of the articles enumerated in subdivi- 
sions 1 and 2, will pay a rate of 5 per cent. 

Pianos, organs (other than pipe organs), piano 
players, graphophones, phonographs, talking ma- 
chines, music boxes, and records used in connection 
with any musical instrument, piano player, grapho- 
phone, phonograph, or talking machines, will also 
pay a tax of 5 per cent. 


Sporting Goods Hard Hit 


Grencure goods, on account of their alleged non- 
essential character, have'been mulcted with a tax 
of 10 per cent on the following category: 

“Tennis rackets, nets, racket covers and presses, 
skates, snowshoes, skiis, toboggans, canoe paddles 
and cushions, polo mallets, baseball bats, gloves, 
masks, protectors, shoes and uniforms, football hel- 
mets, harness and goals, basketball goals and uni- 
forms, golf bags and clubs, lacrosse sticks, balls of 
all kinds, including baseballs, footballs, tennis, golf, 
lacrosse, billiard and pool balls, fishing rods and 
reels, billiard and pool tables, chess and checker 
boards and pieces, dice, games and parts of games 
(except playing cards and children’s toys and 
games), and all similar articles commonly or com- 
mercially known as sporting goods.” 

The rate of 10 per cent is also levied upon 
cameras weighing not more than 100 pounds, that 
limit having been fixed presumably to avoid impos- 
ing this tax on cameras used in the moving-picture 
industry, which is pretty hard hit by other provi- 
sions of the bill. 

Soaking the Clay Pigeon Shooter 

IREARMS, shells and cartridges, “except those 

sold for the use of the United States, any State, 
Territory, or possession of the United States, any 
political subdivision thereof, the District of Co- 
lumbia, or any foreign country while engaged 
against the German Government in the present 
war,” are charged with a tax of 10 per cent. 

While a tax of 10 per cent is levied on hunting 
and bowie knives, a rate of 100 per cent, designed 
to be prohibitory, is imposed on “dirk knives, dag- 
gers, sword canes, stillettoes, and brass or metallic 
knuckles, these interdicted articles being assumed 
to be employed exclusively for criminal purposes. 
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It may take a congress of experts to differentiate 
these various types of cutlery from each other, but 
you can rely upon the Internal Revenue Bureau, 
in all doubtful cases, to hand out a stiff arbitrary 
ruling that will settle this question so far as you 
are concerned. 

Portable electric fans will pay a tax of 5 per 
cent, but there will be no tax upon stationary elec- 
tric fans, such as are commonly used for ventilat- 
ing, drying or forced draft purposes. 


No Floor Taxes on Jobbers’ or Retailers’ Stocks 


T one stage in the consideration of the revenue 

bill it was proposed to assess a so-called floor 
tax, amounting to one-half the rate levied on manu- 
facturers, upon the stocks of jobbers and retailers 
of all taxable goods, but this plan was finally aban- 
doned. Every hardware retailer should go out be- 
hind the store and shake hands with himself, for if 
this had not been done jobbers and retailers would 
have been obliged to come across with taxes rang- 
ing from 1'% per cent on automobile trucks and 
accessories up to 5 per cent on firearms, shells, 
cartridges, hunting knives, etc. 

If any manufacturer, producer, or importer of 
any of the articles enumerated above customarily 
sells such articles both at wholesale and at retail the 
tax in the case of any article sold by him at retail 
is required by the new law to be computed on the 
price for which like articles are sold by him at 
wholesale. This will be a help to concerns which 
do both a jobbing and a retail business, but it will 
be a bit rough on a retail dealer who sells foreign 
goods of his own importation, as he will have to 
pay the tax on the retail price while his jobber- 
retailer competitor will pay on the wholesale price. 

But this is only one of the funny kinks in a very 
remarkable revenue law. 


How the New War Tax 
Affects Corporations 





This * 

INCOME TAX DEPARTMENT 
Is Conducted by 
WOLFF, MILLER & CO., 
Certified Public Accountants 
1328 Broadway 
New York City 


Questions on income taxes submitted by 
readers will be answered in these columns. 
They may be addressed either to HARD- 
WARE AGE or direct to Wolff, Miller & Co. 











HE Senate and House have at last agreed upon 

the Income Tax Law. As predicted in our 

previous article, they have agreed upon the 
Senate bill with but slight modification. The most 
notable change is that affecting excess profits taxes. 
The conferees raised the original Senate figures of 
30 and 60 per cent to 30 and 65 per cent. 

Our previous article dealt with the taxation of 
individuals and partnerships. It is our purpose to 
present in this article in a non-technical manner 
the important features of the new revenue measure 
as it will affect the taxation of corporations. 
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Under the proposed measure corporations are 
subject to two kinds of taxes: 

1.—War Excess Profits Tax. 
2.—-Normal Tax. 

1. WAR EXCESS PROFITS TAX. 

The proposed law contemplates the calculation of 
this tax in two different ways, and corporations are 
required to pay the higher of the two computations. 
These two methods are as follows: 

A.—War Profits Tax. 

B.—Excess Profits Tax. 
the combination of the two resulting in the term 
“War Excess Profits Tax” as used in the law. 

A.—War Profits Tax. 

Under this method of calculation the law taxes 
corporations to the extent of 80 per cent of in- 
creased profits of 1918 as compared with the aver- 
age profits for the years 1911, 1912 and 1913, 
known as the pre-war period. It is apparent that 
the Senate in making this provision was of the 
belief that such increase in profits in 1918 as com- 
pared with the pre-war period was in most cases 
attributable directly to war conditions. The amount 
of this tax is equal to 30 per cent of the difference 
between the net income for 1918 and the sum of 
the following: 

(a) The average amount of profits for the pre- 
war period (1911, 1912, 1913 

(b) Ten per cent of any increase of invested 
capital for 1918 as compared with the pre-war 
period (or less 10 per cent of any decreased capital). 

(c) $3,000 specific exemption. 

The sum of (a), (b) and (c) is designated as the 
“War Profits Credit,” which is the amount of in- 
come entirely exempt from taxation under this 
head. To illustrate: The war profits tax in the case 
given below is 80 per cent of the difference between 
the net income of 1918, amounting to $100,000, and 
the war profits credit, amounting to $55,500, a dif- 
ference of $44,500 income taxable at 80 per cent, or 
a tax of $35,600. 

B.—War Excess Profits Tax. 

After making the above provisions, the question 
arose as to taxing corporations which were very 
prosperous before the war and which would show 
very little difference between the profits for 1918 
and those for the pre-war period. Under the war 
profits method the taxation of such corporations 
would be negligible, even though the profits for 
1918 were large. Hence, in order to tax such cor- 
porations substantially, provision was made for 
excess profits taxes similar to the excess profits tax 
of 1917. This method allows a reasonable return 
upon the investment (which allowance is exempted 
from taxation), and taxes heavily any profits in ex- 
cess of the reasonable return. The proposed law 
designates 8 per cent as a reasonable return on in- 
vested capital, plus $3,000 specific exemption. This 
is known as the “Excess Profits Credit,” and rep- 
resents the amount which is non-taxable under this 
head. The balance of the net income, after deduct- 
ing the Excess Profits Credit, is taxable according 
to certain percentages, known as “First Bracket” 
and “Second Bracket.” The First Bracket provides 
for a tax of 30 per cent on income in excess of the 
Excess Profits Credit, but not exceeding 20 per 
cent of the invested capital. The Second Bracket 
is a tax of 60 per cent of all net income in excess 
of 20 per cent of the invested capital. In the case 


illustrated below the “Excess Profits Credit” or 
reasonable return would be 8 per cent of $250,000 
(invested capital), or $20,000, plus $3,000 specific 
exemption, or a total excess profits credit of $23,000, 
leaving a taxable balance of $77,000. 


At the rates 
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of 30 per cent and 65 per cent the excess profits 
tax on this balance of $77,000 amounts to $40,600. 
A Comparison 
COMPARISON of the War Profits Tax and the 
Excess Profits Tax in the following illustration 
shows that the excess profits tax is greater, being 
$40,600, as against only $35,600 of the war profits 
tax. Therefore, the war profits tax of $40,600 is 
the amount of the war excess profits tax whith this 
corporation is required to pay. 

2. NORMAL TAX. 

The Normal Tax of corporations is 12 per cent of 
the net income after deducting from such income 
the amount of the war excess profits tax, plus a 
specific exemption of $2,000. In the case worked 
out here, the normal tax is 12 per cent of $57,400 
(which is the total net income of $100,000 less the 
war excess profits tax of $40,600 and a specific ex- 
emption of $2,000), resulting in a normal tax of 
$6,888. 

3. TOTAL TAX. 

To determine the entire tax payable by this cor- 
poration, the war excess profits tax of $40,600 and 
the normal tax of $6,888 must be added, giving a 
total tax of $47,488, which here is approximately 47 
per cent of the profits earned for the year 1918. 

ILLUSTRATIVE CASB 


Tascation of Corporation for Year 1918 Under Proposed Law 
Basic facts: 


Invested capital for 1018... 6 ccccssnceeedseeve . $250,000 
ys. fa S| Ry errr 100,000 
Invested capital—Per-war period.............. 125,000 
Average profits—Pre-war period............... 40,000 


In this case the tax would be calculated as follows: 


1. War Excess Prorirs Tax 
A. War Profits Taz 


Pr Cee BOGS. . ccd das ee nbt sr Shee bie wnseceasnes $100,000 
Deduct war profits credit: 
(a) Average profits for pre-war period. $40,000 
(b) 10 per cent of increase of average 
invested capital 
Average capital for 1918 $250,000 
Average capital—-pre-war 
ee rere a 125,000 
10 per cent of increase $125,000 12,500 
(c) Specific exemption .......... 5 ae 3,000 
Te GE OU: GE ok bok 0 oho ise he ke 660 KES 55,500 
Amount taxable at 80 per cent..........0.. . $44,500 
AMOUNT OF TAX . $35,600 
B. Eacess Profits Taz 
PIGRRE TOP DOUG 6 6 icidseuse excuses keead . $100,000 
Deduct excess profits credit: 
S$ per cent of invested capital of 
dike 'd ccs silt OE Ce ee eee $20,000 
SVOCIMC GROTMPTION 2.6 ccc ecccenececes 3,000 
Total credit or amount of income 
ea epee ee $23,000 
Amount of net income taxable ($100,000 
$23,000 $77,000) as follows: 
Amount in excess of credit and not greater 
than 20 per cent of the invested capital 
taxable at 30 per cent 
20 per cent invested capital ($250, 
000) 7tees OC RERSES DARN ORD $50,000 
Less excess profits credit as above 23,000 
First bracket—Balance ........eccceees 27,000 $8,100 


Second bracket 
taxable é 


32,500 
Total income ... as 
excess Proritrs TAX . 


$40,600 


Since the excess profits tax is larger of the two, the corpora 
tion will pay the war excess profits tax of $40,600. 


*Taxable at 30 per cent 
tTaxable at 65 per cent 


2. NorMAL TAXES 

Net income for 1918.. ph alaee es 

Deduct : 
excess 
Specific 


.. $100,000 


$40,600 
2,000 


profits tax 


exemption $42,600 


Amount of income subject to normal taxes at 12 


per cent - $57,400 
AMOUNT OF NorMAL TAX $6,888 
3. Tora. TAX 
War excess profits tax -s $40,600 
Normal tax Tre. 6.888 
OPAL, “ROR s beeen $47,488 
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Increasing 1919 Poultry Supply Sales 


Reading Hardware Man Tells 
How He Did It Last Year 
He Will Repeat 
This Year 


and Why 


They become 
some broilers bring top prices, or 
when fresh-laid eggs are as scarce as 


ARLY chicks mean sure profit to the poultry 
H raiser. 


” 


come “layers 
hen’s teeth. 


put cash in the till of the hustling hardware man. 


The early chick 
must be an in- 
cubator baby, and 
then it must be 
mothered by a 
brooder. And so 
the early chick 
makes business 
for the hardware 
man who sells the 
apparatus for 
bringing the chick 
out of the egg and 
for caring for it 
while it learns 
that in this world 
about everybody 
has to scratch for 
itself. 

Folks are set- 
ting their incuba- 
tors now. They 
are getting their 
old brooders out 
for overhauling. 
They are plan- 
ning their pur- 
chases of new 
equipment, and 
before the tardy 
retailer has be- 
gun to advertise 
and display this 
equipment they 


will have bought their new supply from the hard- 
ware man who was on the job early. 

And, strangely, the early bird not only gets the 
early worm in this business, but he also gets a 
steady succession of sales through the months that 
Poultry netting, drinking fountains, poul 


follow. 
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Se cretary and Treasurer Obold Hardware Co., 


By D. ELMER WOOLEY 


Reading, Pa. 
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when tooth- 
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Selling Live Chicks Increases 


Incubators and 





























Incubators and brooders displayed in Obold store 


quickly as possible. 
the demand for incubators, 


supplies we had in stock. 
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and placed them in the window. 
In this way we were creating 


also 


Brooders—Selling Three Car- 
loads of Feed 


try feed and a wide variety of other profitable sup 
plies will keep the hen man coming into the store 
of his favorite dealer the year round. 

During the spring of the year 1918 we took on 
And “early chicks,” by the same token, a line of incubators and brooders as a means of 
creating a demand for a new line of merchandise in 


the hardware 
store. We took 
one of the incuba- 
tors from our 
stock, placed it in 
one of the store 
windows, filled it 
with eggs and 
started the ma 
chine going. This 
at once attracted 
the attention of 


‘the public and we 


received many in- 
quiries concern- 
ing the purchase 
of incubators and 
brooders. — 

As time passed 
on, at the end of 
twenty -one days 
passers-by no 
ticed the hatch- 
ing of young 
chicks right in 
our window, and 
they stopped by 
the hundred to 
watch the show. 
In order to make 
the scene more 
attractive we pur 
chased a lot of 
one-day-old chicks 
These we sold as 


the demand for 


day-old chicks, and also for the long line of poultry 


(Continued on page 79) 





Wisconsin Dealers’ Banner Convention 








Attendance and 
Interest Exceed 
Those of Former 
Years — Associa- 
tion Goes on 
Record Favoring 
Use of Manufac- 
turers’ Standard 
Lists in Jobbers’ 
Catalogs 























A. J. Strang, newly 
elected president of Wis 
consin Association 


HE Twenty-third Annual Convention of the Wis 
consin Retail Hardware Association, held at the 
Auditorium, Milwaukee, Wis., February 5, 6 and 
7, was without doubt one of the best ever held by the 
hustling hardware men of the Badger State. The at- 
tendance was the greatest in the history of the Associa 
tion, the exhibit features were well patronized, and the 
sessions teemed with interesting and instructive discus 
sions of important hardware problems. Secretary 
Jacobs had prepared his program in his usually thor- 
ough manner, and everything moved with clock-like 
regularity. There were two sessions daily, each of 
two hours’ duration, and the speakers were limited to 
the time awarded them on the program. All sessions 
opened and closed promptly at the time designated. 
There were no delays and no wasted moments. 

The Wisconsin Association was fortunate recently in 
securing the services of R. A. Peterson as 
secretary, and “Pete,” as he is generally known, was 
the busiest man in the Northwest during the time the 
convention was on. Mr. Peterson was formerly Western 
Editor of HARDWARE AGE, and more recently manager 
of the By-Lo Stores Co., Muncie, Ind. He is an experi 
enced hardware man and an acknowledged authority on 
systems and accounting. His work with the 
association consists of visiting the retailer, installing 
up-to-date selling and accounting systems, and organ 
izing local credit bureaus. During the intervals be 
tween sessions, his desk was literally swamped by visit 
ing delegates, seeking needed information along the 
lines mentioned. 

Much of the time during the sessions was devoted 
to the subject of price information furnished by the 
jobbing trade. A year ago a petition was sent to the 
leading jobbers requesting certain price information, to 
which only a small portion of the jobbers responded 
favorably. Two Milwaukee jobbing houses furnished 
the information desired, and came in for much com 
mendation. Some other jobbers, it is said, will work 
along similar lines during the coming’ year. . 

A feeling of optimism prevailed during the entire 
convention, and the Wisconsin dealers returned to their 
homes secure in the belief that they face a year of 
continued prosperity. 


assistant 


store 


Insurance Sessions Wednesday Morning 


fies opening session of the Convention was given 
over to the annual meetings of the Hardware Deal 

ers’ Mutual Fire Insurance Company and the Wisconsin 
Hardware Limited Mutual Liability Insurance Company. 
President O. P. Schlafer of the Fire Insurance Company, 
in his annual address, called attention to the fact that 
the company now carries $25,500,000 in risks, with cash 
and invested funds of over $500,000. Losses for the 
year past were below the average, despite the ravages 


of forest fires in several towns. The customary 50 per 
cent dividend was declared on all policies expiring in 
1919, and $65,000 was placed to surplus. Mr. Schlafer 
is also president of the Liability Insurance Company, 
and his report for that company shows an increase of 
nearly 100 per cent in the business written during 1918. 
The dividend was increased from 25 per cent to 33! 
per cent on compensation. The assets of the company 
doubled during the year, and the cash and investments 
now total over $64,000. 


Association Progress Reflected in President’s Address 


HE Wednesday afternoon session opened with sing 

ing by the Hardware Choral Society, after which 
came the address of President B. L. Walter of Green 
Bay. Mr. Walter outlined the work of the association 
during the past year, and announced that more than 
90 per cent of the eligible retailers of the state are now 
on the membership rolls. As an instance of the in 
fluence of the association for good, he referred to the 
plain price books issued by two Milwaukee jobbers 
during the past year, declaring that they had been a 
source of profit to the individual dealers. Mr. Walter 
also called attention to the value of the Members’ Ex 
change, and to the credit bureaus to be established by 
the association during the coming year. A collection 
bureau, he said, is also to be installed this year, and 
members having accounts which they are unable to 
collect were advised to get in touch with the secretary’s 
office. 


Roberts Talks on Credit Bureaus 


T the close of the president’s address, Secretary H. 

O. Roberts of the Minnesota Retail Hardware Asso- 
ciation was called on to outline plans for the establish 
ment of local credit bureaus. Mr. Roberts used a series 
of charts in his talk, which was of more than ordinary 
interest. He began by saying that two factors in busi 
ness are inseparable, credits and volume. If the re 
tailer desires a large volume of business, he must give 
credit. More money, he declared, is lost by refusing: to 
grant credit than by bad accounts. However, he added, 
the dealer should know how to extend credit wisely, and 
should pay strict attention to his collections. No town 
is too small for a local credit bureau, which should be 
founded on co-operation. Mr. Roberts gave a simple 
rule for the estimating of the amounts on the books of 
any community. It was: Multiply the number of in 
habitants by 100 and mark the total as dollars. He 
explained that a credit bureau is not a dead-beat list 
nor a collection agency, yet it virtually weeds out the 
dead-beats and renders collections easy. His system 
of organizing a bureau consists of getting the dealers in 
a town to fill out individual blanks on all their custom 
ers, according to a rating sheet. These are compiled, 
and then each member of the bureau is given a loose 
leaf rating book, giving the condensed information as 
compiled in the secretary’s office. The books are re 
vised as often as the dealers wish. This system is to 
be installed throughout Wisconsin during the coming 
year by Assistant Secretary Peterson. 


Peterson Preaches Salesmanship 


Hk hit of the Wednesday session followed, in the 

form of a spirited talk on salesmanship by Assist 
ant Secretary R. A. Peterson. According to “Pete,” a 
salesman’s time is his personal investment. Salary is 
interest on that investment, and his dividends come in 
the future possibilities created by honest, constructive, 
efficient work. He recommended that salesmen first 
cultivate personality, paying particular attention to the 
one factor, courtesy, which he defined as paying atten- 
tion to the little things that the customer does not 
expect. Salesmen were advised to meet their customers 
with a smile, to use correct forms of greeting, to tell 
the truth about the merchandise, to build confidence and 
to cultivate the cranks. He advised them to pay par- 
ticular attention to the appearance of the store, as a 
clean store and well displayed goods tend to increase 
suggestive sales. Knowledge of the merchandise was 
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Upper Lert—Gus Ruhling, Chicago, and Part of the Gross Hardware Company's Selling Force Upper Riaut—George 


Kornely, Manager of Ranibits, and his corps of assistants 
LOWER CENTER—VP resident O. IP. Schlofer 
retiring president B. L. Walter of the Wisconsin Association 


Jacob’s office. 


LOWER Lert Lhree Business Gil from NSeeretary 


of the Hardware Dealers’ Mutual ire Insurance Co., and 


LOWER RIGHT-—-Assistant Seerctary R 1 Peterson 


of the Wisconsin Association and Assistant Secretary M. J. O’Brien of the Hardware Mutual 


referred to as essentially necessary, and all salesmen 
were urged to study the trade papers and the jobbers’ 
catalogs. He closed with an appeal to keep from being 
too technical when talking with customers, selling serv- 
ice, pleasure and convenience, rather than the actual 
material that goes to make up the merchandise. The 
talk was cleancut, logical and full of practical pointers 
on retail selling, and the way it took with the delegates 
was attested by the applause which followed. 


Woodward Handles the Question Box 


“HE Thursday morning session was given over to 
the Question Box, under the able management of 
former National President Chas. T. Woodward of Car 
linville, Il]. The first question had to do with Govern 
ment ownership of railways, and from the discussion it 
was very evident that Wisconsin dealers prefer to have 
the railroads under private control, with adequate Gov 
ernment regulation. Other questions taken up dealt 
with the proposed “floor tax” on fire arms and ammuni 
tion, the average cost of doing business, the best method 
of preparing Federal income tax blanks, and the atti 
tude of the Wisconsin legislature on trading stamps 
According to reports from 180 Wisconsin dealers, the 
cost of doing business in the state averages 20% per 
cent. There was also considerable discussion as_ to 
whether freight and drayage is chargeable to merchan 
dise or expense. The discussion also brought out the 
fact that dealers handling dynamite must have licenses, 
but that those having such licenses now will not need to 
renew them. 


Squibbs Outlines Steel Situation 


fees principal address of the Thursday afternoon ses 

sion. was that of H. A. Squibbs, American Steel & 
Wire Company, dealing with the steel situation. Mr. 
Squibbs began by asserting that business is face to face 
with a readjustment period, and that no man could in 
telligently predict the future, since there are no prece 
dents on which to base predictions. His talk was a 
frank statement of existing conditions, from which the 
hearers could make their own prophecies of the future. 
It was optimistic, as conditions warrant, and from it 
one gained the impression that the speaker believed the 
readjustment period would be passed without serious 
loss to business. 


Mr. Squibbs gave the estimated world producing ca 
pacity of steel at one hundred million tons, of which 
fully one half is in the United States. To offset this 
production, he mentioned the building of steel ships, 
and the rebuilding of France and Belgium, as well as 
the heavy domestic demand. The supply of steel in 
Irance, he said, had been decreased by German destruc 
tion of mines and furnaces, while England’s present 
production is less than her needs. Dealers’ stocks are 
yenerally low, and single orders by the United States 
Government for rails, agvregating 3,500,000 ton 
yet to be filled. 
nails, staples, woven wire fencing, ete., he expressed 
the personal belief that there would be no material de 
clines in the near future. These ‘items, he said, were 


, were 
In regard to wire products, such as 


advanced from time to time during the war, to keep 
pace with the increased costs of production, of which 
the wage scale was a large factor. Until the wage 
scale and the cost of living can be adjusted, it is hardly 
to be expected that prices can decline. He advised deal 
ers to buy conservatively, to avoid speculation, but to 
be in position to fill the merchandise wants of their 
communities. He closed with the assertion that funda 
mental conditions are absolutely sound and that there 
was nothing for dealers to be alarmed over—that they 
would find a bridge for every stream they were called 
upon to cross. 

Mr. Squibbs was followed by Secretary Sheets of the 
National Hardware Association, who spoke briefly along 


the lines of readjustment and trade con:ition The 
balance of the session was given over to a discussion 
on the values of jobbers’ price books, led by H. I 
Krueger of Neenah. The consensus of opinion seemed 
to be that it is just as necessary for a retailer to have 


weurate price information as it is for the jobbers 


Burke’s Credit System 


N the morning session of the closing day, the assem 
blave was divided into two vroups, comprising those 
dealers from towns of more than 1000 inhabitants, and 


those in smaller town Questions pertaining to each 
were discussed separately \t this session, Mr. Burke 
of the firm of Burke & Wright, Waukegan, Il., wa 
called upon to explain a recently installed credit system. 
Under this system the firm gives a discount of 5 per 
cent for cash on all sales of over one dollar. Three per 
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cent discount is given on all accounts paid by the 10th 
of the month following the purchase of the goods. A 
charge of 6 per cent interest is. made on all accounts 
after 30 days, and a delivery charge of 10c. per order 
is adhered to. In 1917 the firm’s credit sales were 56 
per cent over the cash sales. In 1918 cash sales were 
86 per cent credit The delivery charge 
tended to cut down the number of deliveries, and de- 
creased delivery costs. 


over sales. 


Something New in Resolutions 


UCH of the interest of the session Friday after- 

noon centered on the resolutions presented by the 
Resolutions Committee. In these resolutions Congress 
was urged to speedily enact legislation providing for the 
early return of the railroads to their owners, under ade- 
quate Federal regulation. Three other resolutions of 
more than ordinary interest read as follows: 


Whereas, It is understood that pianos, phonographs, jewelry 


diamond ete., are to be taxed only 5 per cent while the 
proposed tax on guns, ammunition and other sporting goods 
is 10 per cent; and 

Whereas, If is our belief that guns, ammunition and sport 
ing goods, in relation to the physical welfare of the people 
are much more important than jewelry and should be taxed 
even less; and 

Whereas, We believe that the sporting goods business has 
suffered during the war and should not be further penalized 


now by an unjust proportion of tax, be it 
the 


and 


Resolved, That we 
posed tax of 10°) per 
porting goods as being an 

Whereas, It sometimes becomes 
ware dealers, through their As 


emphatically protest against 
cent on guns, ammunition 
unfair adjustment 


pro 
othe 


retail hard 
jobbers and 


necessary fol 
sociation, to ask 


manufacturers for assistance in relieving certain unfavorable 
merchandising conditions ; and 

Whereas, It is frequently the case that only a few see fit 
to grant the assistance requested by the yetailers, therefore 
be it 


Resolved, 
upport the 
most willing 
conditions 


Whereas, A 


That the members of thi Association should 
manufacturers and jobbers who show themselves 
to render needed assistance to better retail trade 


petition requesting improved methods of pro 


Vestre President 


ARGE attendance, enthusiastic discussion of new 
problems facing retailers and a most wholesome 
spirit of optimism among the hardware men pres- 

ent were the outstanding features of the annual conven- 
tion of the North Dakota Retail Hardware Association 
held in Fargo, Feb. 12, 18 and 14. The exhibits on 
display in the auditorium of Company B Armory, in 
which building the convention sessions were also held, 
were the center of attraction during the hours when 
actual business meetings were not being held. s 

The convention business was closed Friday afternoon 
with the election of officers for the coming year when 
the naming of the following new officers brought forth 
a round of hearty applause from the retailers present: 
President, John R. Vestre; first vice-president, C. W. 
Parker; second vice-president, C. O. Carlson; treasurer, 
Otto Saugstadt. C. N. Barnes was re-elected secretary. 
With the exception of Mr. Carlson the new executive 
committee includes the officers and also A. T. Linn, 
N. O. Hangen and Charles Blanding. The following 
merchants were chosen to represent the North Dakota 
the next annual convention of the Na 
tional Retail Hardware Association: J. R. Vestre, 
C. N. Barnes, N. O. Hangen and George Halverson. 

In view of the fact that the first regular convention 
did not start until Wednesday afternoon the 
morning of the opening day was given over to study 
of the exhibits in the Auditorium. R. D. Austin, rep 
resenting the Wisconsin Hardware Mutual Insurance 
Company, was also present to write fire insurance for 
Dakota dealers. 

President Otto Saugstadt called the first 
order at 2 p.m.. Wednesday, and from then until the 
closing session the meetings were jammed with helpful 
hints for hardware men in these days of reconstruction 
and readjustment. After the invocation by Rev. Louis 
H. Ewald, Mayor Alex. Stern, of Fargo, welcomed the 
members in the name of the city. Then President Saug- 
stadt replied and introduced Fred P. Mann, of Devil’s 


Association at 


session 


session to 


Hardware Age 


viding price information was sent to all hardware jobhe) 
known to be operating in this State last year; and 

Whereas, The John lritzlaff Hardware Co., and the William 
Frankfurth Hardware Co., first acted favorably upon this 
petition by furnishing price information along the lines sux 
gested, therefore be it 

Resolved, That the members of the Wisconsin Retail Hard 
ware Association take this means of thanking the companies 
mentioned and endorsing the action taken, and request the 
individual members of the Association to merit a continuance 


of this valuable price information. 

Whereas, The present practice of many jobbers who use 
private list prices in their catalogs instead of the standard 
lists adopted by manufacturers increases the difficulties of 


the retailer in keeping a record of quotations and in pricing 
his stock, therefore be it 

Resolved, That the Wisconsin 
the use of manufacturers’ 
catalogs 


A. J. Strang Elected President 


. Nominating Committee presented the following 
nominations, and the members designated were 
unanimously elected to serve as officers for the associa 
tion during the coming year: President, A. J. Strang, 
Richland Center; vice-president, A. C. Mason, Chippewa 
Falls; secretary-treasurer, P. J. Jacobs, Stevens Point; 
members of Executive Committee, for two years, L. C. 
Peck, Berlin; E. B. Baldwin, Sparta. 

The officers of the Hardware Mutual Fire Insurance 
Company of Wisconsin, and the Wisconsin Hardware 
Ltd. Mutual Liability Insurance Company, were re 
elected as follows: 

Officers and directors: O. P. Schlafer, Appleton, presi 
dent, 1919; R. C. Murdock, Beloit, vice-president, 1920; 
P. J. Jacobs, Stevens Point, secretary-treasurer, 1921; 
E. H. Ramm, New London, 1920; R. M. Burtis, Oshkosh, 
1920; J. Kornely, Milwaukee, 1921; L. Hirsig, Madison, 
1921; J. W. Jones, Racine, 1919; J. B. Pierce, Brodhead, 
1919. 

The Convention closed with a lecture entitled “Three 
Rules for Constructive Thinking,” delivered by Dr. Stan 
ley L. Krebs, and there were over 400 members at the 
closing session. 


in North Dakota 


Lake, who is president of the North Dakota Retail 
Merchants’ Association. In an interesting address Mr 
Mann explained the work and the plan of the Federated 
Community Association. W. C. McDowell, of Marion, 
N. D., then spoke on the subject, “The Business Man 
During the Reconstruction Period.” From his long 
experience as a leading banker in the state and more 
recently as chairman of the Liberty Loan organization 
for the Ninth Federal Reserve District, Mr. McDowell 
was prepared to give a most interesting review of the 
present business situation in America and most helpful 
advice to merchants in meeting the changing conditions. 

After a brief discussion the convention committees 
were appointed and visiting representatives of jobbers, 
manufacturers and the press were called upon to ad 
the convention. No meeting was held in the 
evening in order that the merchants might take the time 
to review the exhibits. 


Association 
jobber 


Retail Hardware 


endorses standard lists by 


issuing 


dress 


“Planning the Business Letter” 


RESIDENT SAUGSTADT delivered his annual ad 

dress as the opening gun of the Thursday morning 
session, and after reviewing the past year briefly pointed 
to the profits in the future for hardware men who 
study conditions and push their business aggressively, 
but at the same time conforming it to conditions as 
they arise in the readjustment period. The annual 
reports of Secretary C. N. Barnes and Treasurer Hubert 
Harrington were then read, followed by the report of 
the auditing committee. C. A. Menge, of Mylo, one 
of the delegates to the last national convention, reported 
for the delegates on the various phases of the conven 
tion which would be of value and interest to the North 
Dakota dealers. 

One of the most practical addresses of the conven 
tion was given by W. S. Zimmerman, of Chicago, on 
the subject, “Planning the Business Letter.” Many mem 
had brought business letters of their own with 
them for Mr. Zimmerman to criticise, and in the discus 


bers 
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sion which punctuated the address many valuable points 
in letter writing for the hardware men were brought 
out. In a “Question Box” session many problems 
created by the present reconstruction period were dis- 
cussed for the benefit of all. Thursday afternoon and 
evening members were left free and the majority of 
them took advantage of the time to further inspect the 
exhibits. 

Friday morning the exhibits were again given right 
of way, and from the orders booked by some of the 
exhibitors it was apparent that the business side of the 
convention was an entire success. 

The final session, Friday afternoon, was an executive 
session, opening with a rousing address by J. M. Camp- 
bell, of Bowling Green, Mo.. vice-president of the Na- 
tional Retail Hardware Association, on the subject, 
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“Readjustment and Present Trade Conditions.” This 
subject was then freely discussed by the members, after 
which another “Question Box” session brought queries 
and answers relative to many problems in hardware 
retailing where the experience of one dealer might be 
of inestimable value to many others. After the re 
ports of the various convention committees had been 
read and accepted officers for the ensuing year were 
elected and adjournment was taken until the next con- 
vention. 

As the members were bidding each other “good-bye” 
the consensus of opinion seemed to be that this con- 
vention, coming just between the year of war and the 
time of reconstruction, had been one of the best and 
most helpful gatherings in the history of the North 
Dakota Association. 


Enthusiasm Reigns at Pittsburgh 


Pennsylvania and Atlantic Seaboard f 


lardware Association Meets—Large 


Attendance and Keen Interest in Proceedings—Hardware 


Exhibit at Motor Square 


Garden Best Ever Held 








wr 


¢* 








se Egy aT 





Bs sigh; ) 


‘o- a 














The Motor Square Garden hardware exhibits 


HE eighteenth annual convention of the Pennsyl- 

vania and Atlantic Seaboard Hardware Associa- 

tion—and, by the way, this is one of the livest 
hardware associations in the whole country—met in 
Pittsburgh Feb. 11, 12, 13 and 14. The hotel and con 
vention quarters were in the William Penn Hotel, and 
the hardware exhibition was held in Motor Square 
Garden. 

All the sessions were held in the famous ballroom on 
the seventeenth floor of the William Penn Hotel, while 
the secretary’s office was just at the entrance to the 
convention hall, making it very convenient for members 
to secure badges and make payment of dues. It was 
decided that no session of the convention would run 
after 12.30 p.m., in order that visiting hardware people 
might visit the exhibition in Motor Square Garden. 

The regular sessions were preceded by a meeting of 
the executive committee on Monday, Feb. 10, at which 
executive matters pertaining to the association were 
discussed. The first session of the convention proper 
was held on Tuesday morning, at 9.30, and was opened 
by the singing of “America.” W. A. Davis was the 
leader and soloist, the piano accompanist being Mrs. 
Elizabeth J. Davis. The invocation was pronounced by 
Rev. Daniel T. Marsh of the Smithfield Street M. F. 
Church, and the guests and visitors were then welcomed 
in a short and happy address by President J. M. Kol 
meier. President Kolmeier assvred the delegates and 
guests that a program had been prepared which he was 
sure would meet their entire approval, and he asked 
that the 275 delegates attend the sessions promptly and 
take part in the proceedings. An address was then 
made on “American Efficiency” by A. Harry Moore, 
Commissioner, of Jersey City, N. J. He was followed 
by Dr. Daniel T. Marsh, who made an address on “Our 
Boys” which was extremely interesting, being inter 
spersed with pathetic and humorous anecdotes of 
actual happenings on the battlefields of France to 
which Dr. Marsh was an eye witness. He spent some 
months on the battlefields and was with the American 
boys in the battle of the Marne, giving help, advice and 
succor to the boys. Dr. Marsh is one of the most 





highly regarded men in Pittsburgh and his address was 
an inspiration to those who heard it. 

The next event on the program was the presentation 
of badges of honor to buyers on the floor at the 1918 
convention, this pleasant dyty being performed by 
W. P. Lewis, former secretary of the association. Six 
teen members of the association "were presented with 
these badges of honor, and similar honors will be con 
ferred at the convention next year to buyers this year. 
The question box was then opened by C. T. Woodward 
of Carlinsville, Ill., an ex-president of the National 
Association. To those who have heard Mr. Woodward 
conduct a question box it need only be said that he did 
it in his usual happy way, and he has the happy faculty 
of bringing modest members to their feet and express 
ing their views on the questions that are for discussion. 
The question box as conducted by Woodward was one 
of the most interesting parts of the convention pro 
ceedings. Adjournment was had at 12.530 p.m. and an 
nouncement was made by the president of his desire 
that every member visit Motor Square Garden, see the 
exhibits and place orders. 


Lineoln’s Birthday Meetings 


at 9.30 and were executive. This was the anniver- 
sary of Lincoln’s birthday, and frequent reference was 
made by those who took the floor to the virtues and the 
creat work done by martyred President Lincoln. The 
first business of the Wednesday morning convention was 
the address of the president, J. M. Kolmeier. President 
Kolmeier’s address was listened to most intently and he 
was followed by Secretary Sharon E. Jones’ report 
The report of the treasurer, Charles W. Scarborough, 
was then presented and showed that the association was 
in splendid financial condition. It is said that nearly 
200 new members were admitted to membership in the 
association during the present year. Ex-President of 
the National Association and now National Field Ser 
vice Manager S._R. Miles then gave a talk on “Modern 
Accounting Methods,” with the usual charts. Many in- 
teresting questions as regards different methods of ae- 


. Wednesday morning proceedings opened promptly 
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counting, keeping costs, etc., were brought out, and 
Mr. Miles answered many questions asked of him by 
the delegates. The question box, again conducted by 
“Live Wire” Woodward, closed the morning session, 
but before adjournment President Kolmeier announced 
committees to serve for the ensuing year. 

The Thursday morning session opened promptly at 
9.30, with singing by W. A. Davis, in which the dele- 
gates joined in the chorus. The question box was then 
taken up and occupied nearly an hour. An address on 
“Freight Audit” was then made by John F. Lent of the 
Lent Traffic Co., and who is the manager of the Penn- 
sylvania and Atlantic Seaboard Association freight 
auditing bureau. Mr. Lent in his address gave some 
very valuable pointers as to the proper methods of 
auditing freight bills, which will no doubt be of a good 
deal of benefit to the members in the future. He is an 
expert traffic agent and has built up a very large busi- 
ness in Pittsburgh, handling traffic matters for many 
of the larger concerns in that city. W. P. Lewis, secre- 
tary of the National and Pennsylvania Hardware & 
Mutual Fire Insurance Co., then gave a talk on “Insur- 
ance.” He was followed by Vice-President George P. 
Sprowls of Claysville, Pa., who gave a most interesting 
talk on “Getting the Profit.’ Mr. Sprowl’s talk was 
fully discussed and brought out many interesting fea- 
tures as to how different hardware men figure profits 
and the different methods employed by them in trying 
to arrive at just what the actual percentage of profit 
is in their business. 

A. J. Bihler, vice-president of the James C. Lindsay 
Hardware Co., Pittsburgh, and an ex-president of the 
National Jobbers’ Association, then gave a most inter- 
esting talk on “General Trade Conditions.” He stated 
that a recent conference between Secretary of War 
Baker and leading hardwaremen of the country, held 
in Washington, D. C., Secretary Baker declared that 
the Government did not anticipate the selling of the 
immense hardware supplies it has on hand to the gen- 
eral public, but instead would distribute them largely 
to penal institutions and agricultural colleges through- 
out the country, to be used in tilling the ground and 
for other purposes. Mr. Bihler also stated that some 
of the hardware goods held in stock by the Government 
would be distributed through hardware associations, 
and that there was no purpose of the Government to 
dump these goods on the market, realizing fully the 
harm to the general hardware trade that would come 
from such an action. 

Mr. Bihler was followed by A. J. Semple, vice-presi 
dent of the Sampson Hardware Co., Philadelphia, to 
hold the next convention in his city and the invitation 
was referred to the resolution committee. 

The Friday morning sessions were executive and 
were opened by the question box, again conducted by 
Woodward, which occupied nearly an hour. He was 
followed by Prof. J. T. Holsworth, dean of the School 
of Economics, University of Pittsburgh, who made a 
very interesting address on “Readjustment Following 
the War.” The next business was reports of commit- 
tees, and this was followed by election of officers arid 
delegates to the next national convention, which re- 
sulted as follows: George B. Sprowls of Claysville, 
president; Henry C. Snowden, Jr., of Media, J. P. Lan 
drine of Jersey City and Ernest Johannesen of Balti- 
more, Md., vice-presidents; Sharon E. Jones of Pitts 
burgh, secretary, and C. W. Scarborough of Pittsburgh, 
treasurer. 





PITTSBURGH CONVENTION-—LEFT TO 
Woodward, Matthias Ludlow, Roy 
Miles and W. P. Lewis 


SNAPPED AT THE 
RigHT—C. T. 
FEF’. Soule, S. R. 























Hardware Age 


Advisory Board— 
J. M. Kolmeier of 
New York City; W. 
P. Lewis, Hunting- 
don, Pa.; H. M. Kirk 
of New Castle and 
E. K. Owens of Sus- 
quehanna, Pa.; F. A. 
Mitchell of Philadel- 
phia and Daniel Rine- 
hart of Waynesburg 
were re-elected as ex- 
ecutive committeemen. 

Delegates to the Na- 
tional convention—To 
serve three years: 
W. F. Littell of New- 
ark, N. J., and Wal- 
ter I’. McQuiston of 
Pittsburgh. To serve 
two years: Frank W. 
Goodfellow of Altoona 
and T. O. Jones of 
Tarantum. To serve 
one year: H.C. Snow- 
den, Jr., of Media and 
newly D. Frank Antrim of 
Camden, N. J. 

A. The new officials 
were then _ inducted 
into office and were welcomed by the delegates. 

A meeting of the executive committee followed, and 
a strong invitation was extended to the committee from 
Philadelphia to have the next meeting of the Pennsy|- 
vania and Atlantic Seabord Hardware Association held 
in that city. The invitation was extended on behalf 
of the Commercial Club, the Chamber of Commerce and 
several other business organizations of Philadelphia, 
and while the selection of the place for the next con- 
vention will not be made by the executive committee 
for some months yet, it is very probable that Philadel- 
phia will be the place selected. 

Before the convention adjourned a very strong move- 
ment was put under way to bring the next convention 
of the National Retail Hardware Dealers’ Association, 
to be held next June, to Pittsburgh. An invitation was 
extended to the national committee, and it is likely tne 
convention committee of the Chamber of Commerce of 
Pittsburgh and also leading Pittsburgh business inter- 
ests will take the necessary steps looking to having the 
next convention of the National Retail Hardware Deal- 
ers’ Association held in Pittsburgh. It is pointed out 
that Pittsburgh now has ample hotel facilities and is 
prepared to take care of such a large convention satis- 
factorily in every way. The convention then adjourned. 








Sprowls, 
elected president of the P. A. 
. ite 


George B. 


Ss. 


Entertainment Features of the Convention 


HE entertainment features of the convention were 

looked after by the entertainment committee, com- 
posed of Walter IF. McQuiston, Theodore Backoefer, 
Louis J. Heckler, George Saupe and Charles W. Scarbor- 
ough, and took the form of a theater party for the ladies 
at the Davis Theater on Thursday evening, and a stag 
smoker and entertainment at Moose Temple, on Penn 
Avenue, Pittsburgh, for the men. Tickets for this en- 
tertainment were $5 each, but those who attended the 
show said they got more for their money than any show 
they ever attended. We will not go into detail as to 
the various forms of amusement provided by the com 
mittee for those who attended the smoker, but it is safe 
to say “there was something going every minute,” and 
the entertainment lasted about four hours. There were 
plenty of smokes, lots of good food and liquid refresh 
ment, for everybody there came away happy. That 
‘live wire” Lou Heckler was mainly responsible for 
the stag entertainment and he did himself proud. We 
do not know at this moment whether all the pictures 
shown came under the careful eyes of the Pennsylvania 
Board of Censors, but if they did some of the members 
of the board must have been near-sighted. 

The comfort and convenience of tne ladies from out 
of town was looked after by the wives and sweethearts 
of the Pittsburgh members, and they were splendidly 
taken care of, and expressed themselves as being im 
mensely pleased with their visit to the greatest manu 
facturing city in the world. 


The Motor Square Garden Exhibit 


HE accompanying illustration gives only a faint 
idea of the attractiveness of the 218 exhibits of 
hardware specialties in Motor Square Garden. The de- 
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Wheel-horses of the annual convention of the Pennsylvania & 


Atlantic Seaboard Hardware 


Association 


mand for space was so urgent that some emergency 
booths were provided, but several concerns who desired 
to have exhibits and were late in making application 
failed to get them. The exhibit at Motor Square Gar- 
den opened Tuesday at 1 p.m. and each day thereafter 
at the same hour. The afternoons were devoted to 
merchants, their employees and buyers, while in the 
evening the general public was admitted. Music was 
furnished every evening by the Pittsburgh Orchestra 
Sand and helped to enliven the occasion. 

All exhibits were in place before the show was opened 
and none was allowed to be dismantled until after it 


closed. Some of the largest manufacturing concerns in 
the country had space, the Westinghouse Electric & 


Mfg. Co. having three booths, and quite a number of 
concerns had two. While no figures are yet available 
of the amount of goods in dollars and cents sold at the 
Garden, it is said the amount is nearly as as last 
year. Splendid records have made in sales of 
goods at the different exhibits in the past five 
years, the records for these being as follows: 
1914, Philadelphia, $119.000; Newark, N. J., 
$158,000; 1916, Pittsburgh, 1917, New York, 
52,000; 1918, New York, 


large 
been 
held 
years 
1915, 
$173,000; 
$293.000. 





lowa Against [rade Acceptances 


Twenty-first: Annual Convention Meets in Des Moines 


HE twenty-first annual convention of the lowa 

Retail Hardware Association hetd in Des Moines 

Keb. 12 and 13 drew about every hustling hard- 
ware man from the entire state to what proved to be 
one of the most enthusiastic business helps that has 
ever been handed to retail hardware men in America. 
Of course, everyone knows all about the prosperity 
that permeates Iowa to-day, and this prosperity had 
much to do with the interest in the various phases of 
retailing which were discussed at the convention. One 
of the important pieces of business done was the pass- 
ing of a resolution opposing the use of trade accept 
ances, either as purchasing or selling mediums. This 
action was taken after considerable discussion- of the 
trade acceptance plan of doing business. A resolution 
was also passed favoring good roads and favoring the 
building of good roads at the present time. 

F. B. Lomas was elected president for the ensuing 
year, J. B. McCarroll vice-president, and A. R. Sale 
was re-elected secretary after another year of his out- 
standing good work in that office. 

The opening session Wednesday was called to order 
at 10 a. m., President E. M. Healey of Dubuque pre- 
siding. The address of welcome was delivered by Geo 
E. Hamilton, assistant secretary of the Des Moines 
Chamber of Commerce, who expressed the felling that 
the hardware association had become a part of Des 
Moines, and that the citizens of the city were always 
glad to have it come. The response was given by L. C. 
Abbott of Marshalltown. Mr. Abbott expressed sur- 
prise at the large attendance, in view of the fact that 
the exhibit feature had been abandoned for this year on 
account of post-war conditions. He expressed the feel- 
ing that Des Moines was the logical convention city, 
and that what applies to Des Moines applies equally to 
the state of [owa, voicing the appreciation of the mem- 
bership for what Des Moines had done for them. 
Address 


President’s Annual 


HEN followed the annual address of the president 
Mr. Healey said in part: 

The farmer boy who has spent the past few years traveling 
all over the globe in Uncle Sam's uniform is not going to be 
content with the old order of things: the range of his vision 
has been lengthened; he has seen things the past few years 
that you and I have not witnessed in a lifetime Possibly he 
has been driving an army truck in France Do you think 
he will go baek to the farm and plow with a pair of mules” 
Not he. Dad will have to get him the latest tractor, if he 
wants to keep the boy on the farm, together with all the other 
improved mechanical devices that make farm work easier and 
more pleasant 


The ner is holding t vhip Hi on toy 


eh ment lower prices, though 
not be lowe if the present w ‘ ‘ tin- 
of course, must prot t th ybber 
With the large tock and give hin a chance te rile | before 
break 

rh i no time for peculatiy mu bher 
carry the bag this time Keep vour ock up 1? t have 
goods to do business, but do not bru rie tl ou will wane 
for immediate needs Buy oftener and in nailer qu titic 
than usual 

When Mr. Healey had finished speaking, L. C. Ab 
bott took the floor and presented him with a gold stick- 
pin, bearing the emblem of the national association, as 
a token of the appreciation of association members of 
the good leadership of their president, After replying 
briefly, Mr. Healey introduced John A. Gunn, president 
of the employers’ Mutual Casualty Association, Des 
Moines, who the subject of casualty and 
liability insurance. 

After a discussion of this subject, Secretary A. R. 
Sale was called on to read his annual report, which 
was followed by announcement of the following com- 


spoke on 


mittees: Nominating Committee: Tom Gadd, Henry 
Peterson, I. J. Drilling, Mr. Crary and A. J. Pilcher. 
Committee on Resolutions: L. C. Abbott, J. H. Krew- 


son, J. B. Lower, F. P. 


W. F. Mueller, R. J. 


Solinger. Auditing Committee: 
Breckenridge, E. C. Haas. 


Weir on Sales and Profits 


‘i Wednesday afternoon session was called to order 
in the Chamber of Commerce auditorium at 2 
p. m., with E. G. Weir of Dowagiac, Mich.. as the first 
speaker. Mr. Weir spoke on “Sales and Profits,” and 
in opening what proved to be one of the most helpful 
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addresses of the convention aroused his hearers with 
the following facts and figures: 


importance of «a thorough 


Permit me to emphasize the 
business suc- 


knowledge of the fundamental laws governing 
cess by three minutes of statistics: 

That business should be a survival of the fit is not sur- 
prising or unnatural. But that the fit should be so few is 
astounding when the figures of failure are known 

Facts gathered by the Federal Trade Commission in a 
recent national canvass show that of the 250,000 business 
orporations in the United States over 190,000 make less than 
$5,000 a vear, and of these over 10,000 making nothing at all 

We are particularly concerned with the ailments of the 
retailer. Let us take the typical progressive city of Waterloo, 
lowa, aS investigated by System Magazine 

Waterloo is a healthy and growing city. Accordingly, busi 
ness failures cannot be charged to the town and environ 
ment, but must be the result of weaknesses in the concern: 
themselves 

if you had walked down the bright, bustling streets ol 
Waterloo in 1885 you would have seen 383 retailers, 1% 
and 7 jobbing establishments, all apparently thriv 





BVrOceries 
ing 

If, then, it had been possible to ‘“‘flash-in” in movie fashion 
1 vision of 30 years after, that is—of the year 1915, you 
would have exclaimed with wonder, “Impossible.” 

Kor on those same bright streets (but busier now with its 
nereased population) you would have seen but 5 concern: 
urviving out of the original 59. Across the other 54 busi 

“Failure to Survive” had been written and of the five 





me ‘ 

businesses that are spared not one is a retail business 
Think of it! A mortality of 100% in those typical retail 

businesses chosen for study, in a typicus town. 


There may be many reasons for this enormously high death 
rate in retail businesses, but the basic, bedrock cause ought 
to be forced home to every retailer in a not-to-be-forgotten 
fashion—aunprofitable and unscientific selling 

With the average turnover there is but a 5 to & per cent 
differential between success and failure in the retail hard 
ware business David A. Wells, business economist says 90 
per cent of all business men fail. Wanamaker, merchant 
prince, making even a higher estimate, says only 4 per cent 
of all businesses succeed. Twenty-five per cent of the names 
issue of Bradstreet’s do not appear in the next 


in any 
What is the answer? Such wideawake, progressive associa 
tions as yours do well to choose for discussion ways and 


means of achieving business success, 

H. A. Squibbs of Chicago then discussed “The Steel 
Market” in an address that pointed out many facts for 
consideration in the present period of reconstruction 
and readjustment. His address was followed by a gen- 
eral discussion of both “Sales and Profits” and “The 
Steel Market,” under the direction of the question box 
committee, consisting of FE. C. Haas, I’. P. Bolinger and 
W. J. Deering 

The Thursday Sessions 


HE Thursday morning session was called to order 

promptly in the assembly room of the Wellington, 
and the first address was by M. D. Hussie of Omaha, 
president of the National Retail Hardware Association. 
One of the outstanding bits of Mr. Hussie’s address 
follows: 

It is admitted that prices must eventually seek lower levels 
but such changes can only come with similar changes in liv 
ing costs and wages, neither of which can be expected for 
ome considerable period 

Jobbers, while admitting that drastic changes are unlikely 
hold the opinion that there will unquestionably be a down 
ward readjustment before many months pass, and for the 
most part are placing their orders for current needs only 

Retailers apparentiy concur in this view, and are placing 
their orders no farther in advance than necessary to give 
them reasonably complete stocks with which to supply cus- 
tomers’ needs 

Consumers also have been holding 
Jower prices, and heavy buying can hardly be 


aloof in the hope of 
expected until 


Hardware Age 


a new mental attitude is developed and confidence in price 
level established. 

Thus it is that 
tically all lines, 
levels. 

We continue to hear manufacturers’ prophecies of the enor- 
mous demands which will soon develop, but the very fact 
that raw material markets continue dormant, with the cur- 
tailed production, is evidence that the prophets are not them- 
selves wholly convinced of the accuracy of their public state- 
ments, else they would be buying more largely for future re- 
quirements. 

Until producers and consumers can agree on price levels 
that will make possible increased buying, it is altogether like 
ly that business generally will remain quiet. 

But however, opinions may differ as to whether or not 
prices will be maintained somewhere near present levels, 
there is reasonable uniform agreement that it is for the best 
interests of all that recessions should come gradually rather 
than abruptly. 

Though jobbers, retailers and consumers all might 
ally prefer to buy at the lowest markets, the Boston 
mercial very properly points out that there is no particular 
national advantage to be gained by an immediate decline in 
commodity prices. 

Nobody wants a panicky condition which would undoubted 
ly be brougnt about should a concerted effort be made te 
depress values. The graduated policy is therefore far best 
for all interests, including the consumer. 

Such a policy will give manufacturers, jobbers and retail 
ers an opportunity to get rid of their high cost goods without 
serious loss, and through careful buying the scale down cin be 
made with much less harmful effect than would otherwise be 
possible. 

kor these reasons retailers should not hastily 
below the point of fair margins 

And they should heed the sound 
man has given: 

“Buy wisely, pay promptly, sell prudently, collect promptly 

Clayton B. Stiver, director of Department of Taxes, 
lowa Manufactuerrs’ Association, followed Mr. Hussie 
with an address on “Income Taxes and Accounting.” 
Mr. Stiver called attention to the various phases of the 
new war tax measure which has just been passed by 
Congress and to the importance of accurate and com- 
plete bookkeeping by retailers in order that they may 
pay the Government what is the Government’s due, no 
more and no less. 

The morning session closed with a question box dis- 
cussion which brought out many helpful hints for every 
one present. 

Thursday afternoon Hon. A. B. Funk, Industrial Com- 
missioner of Iowa, spoke on “Liability and Compensa 
tion Insurance.” He was followed by William Bethke 
of Chicago, who delivered a stirring address on “Eco- 
nomics of Retailing as Applied to the Readjustment 
Period.” Then, after a question box discussion, the 
sixteenth annual meeting of the lowa Hardware Mutual 
Insurance Association was called and opened with the 
president’s address, showing a most successful year in 
mutual fire protection for Iowa hardware men. Secre- 
tary Sale’s annual report bore out the _ president’s 
statement of growth and low cost insurance. After the 
auditor’s report had been read, an insurance question 
box discussion was held, followed by the election of 
officers for the insurance association for the coming 
year. 

Immediately after the insurance meeting the final 
business session of the hardware association was held. 
[he auditors’ report was read, as were reports of the 
committee on resolutions and the legisiative committee. 
The new officers were then elected unanimously as 
named by the nominating committee. 


has been marking time, in pric- 
the growth of confidence in price 


business 
pending 


natur 
Com 


reduce prices 


advice which some wise 


Michigan Retailers Meet in Kalamazoo 


‘Home Talent’ Program Makes Hit with Delegates—Convention Goes 
on Record Against Superfluous and Non-Essential Types, Styles, 
Finishes, Sizes and Colors of Merchandise 


HERE is a certain song the chorus of which ends 
as follows: “That’s why I wish again that I was 
in Michigan.” ‘After taking in the big conven- 

tion of hardware retailers in Kalamazoo Feb, 11, 12, 13 
and 14, we have come to the conclusion that the song 
was written by some unfortunate hardware man who 
had moved out of the state and found himself pining 
for some of the good old Michigan convention sessions. 
Michigan has a live Association, an efficient, hustling 
Secretary, a bunch of live-wire leaders, and a member- 
ship of 1245 dealers, all in good standing. What more 
is needed for a real convention? 

The meetings were held in the Burdick Hotel, and 
exhibits were housed in the Armory. The exhibit feat- 


ures were under the direct management of Mr. J. Chas. 
Ross, Kalamazoo, and their success is attested by the 
fact that the exhibitors presented Mr. Ross with a 


beautiful gold watch in token of their appreciation of 
his labors. A feature of the exhibition was the giving 
of prizes to those dealers making purchases from more 
than three of the exhibitors. The prizes were given by 
the Association. 


President Fischer Urges Co-operation 


HE sessions proper opened Tuesday at 1.30 p. m. 

with an address of welcome by City Manager 
Harry Freeman of Kalamazoo, which was ably re- 
sponded to by Vice-President Geo. W. Leedle of Mar- 
shall. Then came the address of President John C. 
Fischer, Ann Arbor, which took the form of an earnest 
plea for continued co-operation in overcoming the prob- 
lems confronting the trade. Mr. Fischer advised the 
maintaining of such prices as will insure a fair margin 
of profit, and the continual boosting of the Association 
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Well-known Michigan Hardware Men and Ladies Caught by the “Hardware Age” Camera Man at the Conventio 
The upper group was snapped twice once “with” and once without the neile 
by its members. He advocated the slogan: “The manufacturers’ advertising by displaying the goods. 


hardwareman first in payment of bills,” and urged the 
delegates to take the cash discounts in order to cut 
down overhead expense and make business more pleas 
ant and profitable. He expressed the belief that it 
would be very unwise to overstock at this time, but 
that it would be equally unwise to allow stocks to run 
down below a set minimum that would insure filling the 
hardware wants of the dealers’ community. In closing, 
the President review the work of the Association dur 
ing the year, and paid high tribute to the efficient work 
of Secretary Scott. 


A Few Economic Problems of Retailing Explained 


ar saat the address of the President, Rev. J. 
Twyson Jones delivered an eloquent oration on 
“Lincoln and Democracy,” after which Mr. Wm. 
Bethke, Director, Department of Business Administra 
tion, LaSalle Extension University, Chicago, presented 
his views on “Economic Trends in Retailing.” Accord 
ing to Mr. Bethke, there are two great problems in re 
tailing—the internal and the external. The internal 
problems are under the control of the individual retailer, 
while the external ones are like the seasons—to be 
taken as they come and as they are. Practically all 
our economic activities are interpreted in terms of sup- 
ply, demand and price. Supply equals available goods. 
Demand equals the desire for goods expressed in pur- 
chasing power. Price is the equalizer between supply 
and demand. Increased demand means competition for 
the available supply, and high prices. Low prices dis- 
courage production and stimulate demand. In this way 
supply and demand zigzag back and forth, indicating 
how price is the regulator. These points were illus- 
trated by application to specific cases. Then followed 
short treatises on “What determines price, the wage 
factor, money conditions and the retailers’ position in 
the future.” Mr. Bethke declares that the real demand 
factors were never more promising for active business 
than now, and that there is no reason for retailers to 
worry. 


Wednesday Sessions Full of Good Talks 


tt: sessions of the second day were more than full 
of good live talks and discussions. First on the 
program came J. FE. Dekker, Oak Park, Ill., a hardware 
man with a prescription to make other hardware men 
well and happy. He recommended three doctors: Dr. 
Diet, Dr. Quiet, and Dr. Merriment. There was a lot 
of sound sense in Dekker’s philosophy, and his advice 
to “cultivate good habits, and sell health with hard- 
ware,” made quite a hit with the audience. 

Next on the program was R. N. Brown of Detroit in a 
talk on salesmanship from the point of view of a clerk 
and store manager. He defined salesmanship as the 
medium which turns dead stock into profit, and brought 
out that the salesmanship of any store begins with the 
selection of the merchandise. His advice to dealers ran 
substantially as follows: “Select merchandise on which 
you can build repeat business. Take advantage of 


Care 


Talk 


Have prices clearly defined, with one price to all. 
fully select the firms with whom you do business. 


to all salesmen, but buy only of those representing 
good firms, which advertise their products. Teach 
clerks to sell by instilling in them spirit, enthusiasm 


and knowledge. Solicit business during quiet seasons.” 
Mr. Brown referred to HARDWARE AGE as _ follows: 
“IT never look through the pages of HARDWARE AGE 
but what I find worlds and worlds of material that 
would fill a book with good sales points about the vari 
ous articles in its advertisements. Right now, I refer 
to the series of articles on ‘How to sell a saw.’ Mr. 
Hardware Dealer, when you have finished reading this 
magazine, do you pass it on to your salesmen, so that 
they may have the benefit of the information found 
within its covers? If you don’t, now is the time to 
begin. I feel that this one magazine alone would fur 
nish your salesmen with enough information on the 
articles which are on your shelves so that you could 
nearly double your sales on the commodities which are 


advertised in its volume.” 
1) D. WALKER is the traveling salesman familiarly 
« known to the trade as “Deacon Walker.” He 
claims not to be a speaker, but his talk on cash dis 
counts was one of the hits of the convention. We hope 
to reproduce it in full at some later date. Mr. Walkei 
defines discount as a percentage to be deducted for the 
prepayment on or before a specified date ,of a bill not 
yet due. He interprets this definition applied to the 
terms of an invoice as follows: When terms are notes 
as 60 days net, or 2 per cent for cash in 10 days, the 
customer has 60 days from date of invoice in which to 


W. Teedle, 


“Deacon” Walker Talks Cash Discount 


George new John C. Fischer, retiring 


president 


president 
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pay the net as rendered. If the customer wishes to 
pay this bill 50 days before it is due, the renderer of 
the invoice agrees to pay the customer 2 per cent of 
the total of the invoice, or about 15 per cent per annum, 
as interest for the use of his money. Arrival of mer- 
chandise has nothing to do with the proposition. He 
classified merchants as follows: Class A—Merchants 
who discount their bills without a grumble and without 


stretching the terms all out of shape; Class B-—The 
Missouri discounter—the “show me” kind, who must 
see the merchandise and check it over before paying 


any bill—the fellow who must look in a mirror in order 
to seen an honest man; Class C—The careless, happy- 
go-lucky, 60, 90 or 120-day fellow, who overbuys on 
dead ones, and is always out of staple and quick turn 
over items. 

Mr. Walker analyzed the classes, and presented a 
clear-cut argument for the taking of cash discounts. 


Old Nails in New Kegs 


, ie last speaker of morning session was J. H. Lee, 

Muskeyon, who talked on efficiency under the 
camouflage title “Old Nails in New Kegs.” According 
to Mr. Lee, efficiency does not require any special equip 
ment, but is the process of doing the best you can with 
what equipment you have at hand. He referred to 
Uncle Sam’s “Old Dutch Cleansers” as an example to 
illustrate his point. His advice to dealers was: “If 
you expect to become efficient hardware men, you must 
concentrate your minds on the hardware business.” 
Iven a cow, he said, does better if she sticks close to 
the business of eating grass and chewing her cud, He 
closed with the admonition: “Your percentage of ef 
ficiency will be high or low, just to the the extent that 
you utilize your equipment, without reference to what 
that equipment is.” 


Secretary Sums Up Conditions in Annual Report 


iy Wednesday evening session was a closed one, 
for dealers only, and was well attended. At this 
of Secretary Scott and Treasurer 
delivered. Secretary Scott gave a 
conditions during the war and 


report 
were 
ummary of 


session. the 
Wim. Moore 


very clear 


at the present time, advising the dealers to buy con 
servatively, order often and keep stocks as well a 

orted as possible in order to furnish maximum service 
to their communities. He declared no sudden breaks 
in the market were looked for, and called attention vo 
the efforts of various manufacturers to guarantee their 
prices against declines for stated periods, in order to 
protect the retailer and enable him to feel warranted 
in anticipating his requirements for the immediate 


He also called attention to the increa 
merchandising, which he said 
borne in mind in the selling of the goods. 
The balance of the session was applied to the discus 
sion of question box problems, under the leadership of 
Chas. A. Ireland, lonia. Anyone who has seen the for 
mer National President in action can readily appreciate 
the fact that it was some live 


future 
head cost of 


ing over 
hould be 


ession, 
Sturmer Tells How 


je opening address of 
that of C. A. 


to Sell Stoves and Toys 


the Thursday session was 
Sturmer of Port Huron, on “Does 


it pay to handle stoves and toys?” According to Mr. 
Sturmer, there is no doubt but what there is money 
for the retailer in either line. In selling’ stoves, he 
preseribes three thing Proper display —Knowledge 
of and confidence in the goods—A_ reasonable profit. 


In making a display it is not necessary to have more 
than 6 rangers, 6 base burners, and 6 aY-fuel stoves on 
the floor at time. Have stoves raised from the 
floor at least six inches, on platform that is neatly 
painted. Have display in a place where the light is 
good. Mr. Sturmer claims that it does not take any 
more time to sell a stove than it does hundreds of 
other hardware articles, while the profit is usually better 
than on smaller items. In November, when the stove 
business is practically over, Mr. Sturmer makes a prac 
tice of moving his stoves upstairs, raising the stove 
platforms to table height and using them to display his 
stock of toys. His toy business is 95 per cent cash, 
and has proved very profitable. 

At the close of Mr. Sturmer’s talk, Mr. L. S. Soule of 
HARDWARE AGE was called upon to give his experience 
in stove selling. He responded with a description of 
the various methods used by McGowan Brothers of 
Spokane in putting over difficult sales of stoves and 
ranges. 


World Trade After the War Gets Attention 


NOTHER of the good addresses by Michigan talent 
was that of Mr. Norman Popp of Saginaw on 
“World Trade After the War.” According to Mr 


one 





Hardware Age 


Popp, the two great things in business to-day are Gov- 
ernment and Money. The Government has given its 
word that what hardware it owns will not be dumped 
on the market, and the banks are amply supplied with 
money to carry on legitimate business. The Govern- 
ment has also come out in favor of no material reduc 
tions in wages until living expenses are lower. Iron 
und steel may be lower, but not enough to materially 
influence hardware prices for the next three to six 
months, according to the best manufacturing belief 
Manufacturers in many instances feel that the retailer 
should not overload, and should buy largely of those 
articles that he sells most. A serious mistake might 
easily be made by too light future buying, and dealers 
cannot afford to do business without an ample supply 
of staple merchandise. 

Mr. Popp was optimistic in regard to the future, ex 
pressing the belief that all the problems confronting 
the trade will work out without having any disrupting 
influence on business. 


Entertainment Features 
FIYHE delegates were well taken care of from an en 
tertainment standpoint. Tuesday evening they 
were marched in a body to the Academy of Music, 
where they enjoyed a minstrel show, put on by the local 
Masonic Lodge. On Thursday evening they were given 
a royal banquet at the K. of P. Hall, with a musical 
program of more than usual excellence. The speakers 
were Rev. I'ather Benjamin I’. P. Ivens of Kalamazoo, 
and Dr. Dwight B. Waldo of the Western State Normal 
School. 

The ladies in attendance at the convention were 
taken on various tours of inspection, were tendered a 
luncheon by the Edwards & Chamberlain Hardware 
Co., attended the theater party on Tuesday evening 
and a matinee on Thursday, and last, but not least, 
were invited to pull up their chairs and get their share 
of the chicken pie served at the banquet. 


Resolutions Cover Wide Range 


rT*.ib last session on Friday afternoon was devoted to 
reports of committees, election of officers, and the 
(Juestion Box. Considerable interest centered on the 
report of the resolutions committee, which covered a 
wide range of subjects. The resolutions adopted were 
substantially as follows: Pledging support to the Gov 
ernment in measures to prevent spread and development 
of I. W. W.ism, Bolshevism and other destructive doc- 
trines; to support the recommendation of Federal Trade 
Commission as to price maintenance legislation; to 
urge on manufacturers the continuance of the con 
servation program, eliminating’ superfluous and non 
essential types, styles, finishes, sizes, colors, ete., of 
merchandise as a definite business policy; to lend sup 
port to good roads movements of state and national 
governments; to recognize as a definite ethical and 
business policy the movement toward better community 
development; recommending a single price standard of 
cash or thirty days net payment that interest-bearing 
notes be taken for all charges to run beyond such 
periods, and that interest be charged on book accounts 
running beyond the time prescribed in the cash terms; 
endorsing standardization of catalogue sizes; endorsing 
Field Service of National Association; approve policy 
of universities establishing short courses for training 
of business men; opposing any throwing upon the mar 
ket of hardware held by the Government through con 
cerns who may sell such merchandise at demoralizing 
prices; requesting manufacturers and jobbers to make 
every feasible effort to avoid the nom-essential dupli- 
cation of the past, and limit their traveling sales forces 
to such members as are necessarily required for the 
efficient service of the retail trade and their own in 
terests; to facilitate such plans by concentrating pur- 
chases with fewer firms and making more frequent use 
of manufacturers’ and jobbers’ mail service; expressing 
sorrow at the death of Secretary Corey; extending 
thanks to National Secretary H. P. Sheets, Secretary 
P. J. Jacobs of Wisconsin, and LL. S. Soule, western 
editor of HARDWARE AGr, for their attendance and the 
part taken on the program. 


George Leedle Elected President 


HE election occupied very little time. The nominat 
ing committee had been chosen for its ability, and 
had demonstrated the wisdom of the choice by recom- 
mending the following officers, who were unanimously 
elected: President, George W. Leedle, Marshall; vice- 
president, J. H. Lee, Muskegon; secretary, Arthur J. 


Scott, Marin City; treasurer, William Moore, Detroit. 
Grand Rapids was chosen as the next meeting place 











Letters of a Sales Manager to His Men 
VIII—“We Will Build Bigger and Better ” 


Men Need to Remember That Defeat Can Always Be the Door 
to New Achievement 


This is the eighth of a series of sales letters which, though intended primarily for traveling men, will be of 
interest to every member of the trade. They were written by the sales manager of a great hardware jobbing 
house to a corps of salesmen who in the last eight years have doubled the business of the firm. The letters are 
really short editorials which prefaced actual merchantise instructions. The author has consented to their pub- 
lication at the solicitation of HARDWARE AGE, in which they will appear in succeeding issues through the year 


FEW weeks ago, about 9 o’clock in the evening, a devastating tornado struck a 
small town in southwestern Minnesota. The little city was transformed from 

a dwelling place of many, many happy families, to a mass of ruined, wrecked 
buildings with the debris making a shroud for the bodies of dozens of men and 


women. 


The sight that greeted the survivors when daylight came to relieve the total dark- 
ness that followed the storm, was not one to inspire those men and women with 
hope for the future. But so constituted are the leaders of every community that 
they never give up. Grief may bow their heads for a time, but sooner or later that 
latent resolution, that means a new birth of responsibility and opportunity, comes to 
the surface and then the resolve to “build anew” appears. When these survivors of 
that stricken city met the next day in a mass meeting they resolved that they would 
build anew—better and bigger. 


It is the same kind of courage that is and must be with a salesman when he 
emerges from a merchant’s store, defeated in his efforts to sell that merchant. Per- 
haps it was a case where the salesman had been selling that one merchant for sev- 
eral years and neglecting the other merchants, and trouble had appeared. Perhaps 
the salesman was breaking new ground, trying to open a new account, but, whatever 
the reason, the real man emerges with a resolution upon his lips to build a better 
approach for the next dealer he calls upon so that eventually his work shall 
be crowned with success. 


The man who lacks backbone, lacks bulldog tenacity, draws a long face and crawls 
off to the hotel to wait for the train that will take him out of that town that has no 
merchant who can appreciate his type of salesmanship? What men need to remem- 
ber is that catastrople is always the door to achievement. 


Catastrophe fires real men to greater resolutions. It was that catastrophe of the 
devastation of northern France out of which grew that battle slogan, ‘‘They Shall 
Not Pass,’’ and they did not pass. 


Big men in their early catastrophies make firm resolutions to cheat misfortune 
and defeat disaster. 


Just as the bright sun of a new and greater determination shown for the survivors 
of that tornado-wrecked town in Minnesota, so it always shines for those who build 
of their misfortunes and disappointments, a new and stronger foundation upon which 
to erect a lasting foundation for their future prosperity. 
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In the 
> 9 e 
Morning's Mail 
from the Trade 
From Far Away Finland 
(Passed by the Censor) 
Wiborg, Finland, Dec. 21, 1918 
Editor HARDWARE AGE: 


I would be very pleased if you would: insert in 

your journal HARDWARE AGE in an appropriate 
place a short notice to the effect that our firm O/Y 
Starckjohann & Co, A/B, Wiborg, Finland, invites the 
correspondence of American manufacturers and export 
ers of all sorts of hardware, tools, iron and steel, also 
motor ears, ete. We have a very big’ business in Fin 
land—our firm has existed about 50 years already—and 
as no doubt the trade in the above-mentioned articles 
in the years to come will run much more to America 
than hitherto, owing to the fact that we shall not be 
able to buy very much from Germany, we would like to 
yet in touch with American houses. We think that such 
a notice would be of value not only to us, but also to 
the readers of the magazine in your country. 

At the same time we may yet add that we are regular 
readers of your journal since about three or four years 
and we put vreat value on it. 

Yours truly, 
OSAKBYHTIO STARCKJOHANN & Co, AKTIEBOLAG. 


National Brings Out New Tires 


TTRHE construction of a large addition to the factory 

| of the National Tire & Rubber Company, East 
Palestine, Ohio, is voing ahead rapidly and it is 
planning to enter the approaching busy season with a 
greatly increased production to take care of the grow 
ing demand for its products. The company is bring 
ing out two new brands of high grade guaranteed tires 
for distribution exclusively through jobbers. 

The National Tire & Rubber Company has just pre 
ented each of its employees with a life insurance 
policy, the cost of which is paid entirely by the com 
pany. At the time of death of an employee the full 
amount of the policy will be paid to his beneficiary, 
and also there is a special disability clause whereby in 
case of permanent disability the amount of the policy 
will be paid in monthly installments. The policy carries 
a conversion which enables the holder of the 
policy to continue the insurance after leaving the em 
ploy of the company. The amount of the policy in 
creases automatically as the employee’s time of service 


clause 


increase 


Soss Enlarging Plant 
_ Soss Mfg. Co., has been forced, by the expan 
sion and growth of its business, to 
larger quarters. Therefore, it is erecting a new factory 
the of Grand Avenue Berven 


remove to 


building on corner and 


Street, Brooklyn, N. Y. This will be a three-story 
brick structure with approximately 20,000 sq. ft. of 
floor space and varage 


Maish with National Chain Co. 


+ ILL. MAISH, formerly of the Federal Advertising 
e Agency, has been appointed Advertising and Sale 
Promotion Manager of the National Chain Company, 
30 Kast 42nd Street, New York City. 

This company manufactures electrically-welded chain 
and non-skid chains for motor trucks, as well as one of 
the largest lines of chandelier chains made in the United 
States 


Painters Visit Varnish Plant 

VISIT and luncheon at the plant of Pratt & Lam 

bert, Inc., were two of the social features of the 
first day’s session of the thirty-fourth annual convention 
of Master Painters and Decorators of New York State, 
held in Buffalo recently. Following luncheon, J. H 
McNulty, president of Pratt & Lambert, Inc., in a brief 
address, expressed his company’s pleasure in again 
meeting “the men behind the job.” 


Separator 


Hardware Age 


Obituary 


TTO H. WITTE, president of the Witte Hardware 
tthe St. Louis, Mo., died February 3, at the 
age of 72 years. 

Mr. Witte, who had a 
long and successful busi 
ness career in St. Louis, 
was born in Wehdem, Ger 
many, June 18, 1846. 
After graduating from the 
Minden gymnasium, he 
emigrated to the United 
States in 1862. 

Locating in St. Louis, 
he was married October 
26, 1873, to Minna Leiber, 
daughter of a pionee) 
settler in the Mississippi 
valley. Entering the hard 
ware business upon his 
arrival in the city, he be 
came connected with the 
I. KE. Sehmieding com 
pany, taking over the com 
pany with his brother, the 
late IF’. E. Witte, in 1878 

The firm expanded with 
the growth of the city, and 
when his brother died in 
December, 1880, the Witte Hardware Company was 
organized, and he became president and treasurer of the 
company, which was engaged exclusively in the whole 
sale hardware business. 

Mr. Witte was a member of the Merchants’ Exchanye, 
Susiness Men’s League, and the Missouri Historical 
Society. He was a member of the International Jury at 
the Louisiana Purchase Exposition, 1904, and was also 
a member of the Glen Echo Country Club. 





























Otto H. Witte 


Elmer L. Ewing 

oo Sharples Separator Company has suffered a 

severe loss recently in the death of its secretary, 
Elmer L. Ewing. Mr. Ewing was thirty-four years of 
age and died from pneumonia, following an attack of 
the influenza. Few men have experienced the rise and 
accomplishment that Mr. Ewing has with the Sharples 
Separator Company. As a young man, he took a posi 
tion with the Sharples people in the factory and, while 
working as a machinist there, met with an accident in 
which his hand was injured. Not daunted with thi 
severe handicap, he took a course in a business college, 
yvraduated and returned to The Sharples Separator 
Company to accept an office position. Mr. Ewing’ 
character and entire work were so satisfactory that he 
rapidly rose from one position to another until a few 
years ago, when he was made secretary of the company. 
Mr. Ewing is succeeded as secretary of The Sharple 
Company by Clarence L. Moore who has 
made a record for himself as Mr. Ewing’s assistant and 
later as office manager of the Chicago branch. 


Charles Ef. Mueller 

“irypeeniseng kK. MUELLER, secretary of the Philip 

Gross Hardware Company, Milwaukee, Wis., died 
recently at his home, 3123 Highland Boulevard, of heart 
disease. Mr. Mueller was born in Milwaukee in 185%, 
and was educated in the city schools and the Spencerian 
Susiness College. At the age of 18 he entered the 
employ of Suelflown & Seefeld, Milwaukee, as shipping 
clerk, and later went on the road as a representative 
of the firm. In 1884 he became associated with the 
Philip Gross Hardware Company, of which he wa: 
secretary at the time of his death. He is survived by a 
widow, a daughter of the late Philip Gross, three sons, 
one of whom is treasurer of the Philip Gross Hardware 
Company, and three daughters. 


Curt RiBSEN, 2 member of the firm of Riesen & Dyck 
Halstead, Kan., died there recently. 


Jong A. Hirencock, well known in hardware circle 
in’ Nashville, Tenn., died at his home 3820 Seventh 
Avenue recently. He was in his fifty-seventh year, and 
from boyhood had been associated with the L. H. Hitech 
cock & Son Hardware Co., first in a subordinate ca 
pacity, and later as president and sole owner. He was 
connected with several fraternal organizations, and ji 
survived by a widow and two daughters. 

MArVIN M. MARSH died at Des Moines, Iowa, recently 
aged 35 years, following an attack of influenza. He wa: 
born in Lime Springs, lowa. He is survived by a widow 
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This is the 


luncheon of the stockholders of the Ame 


rican Hardware 


Supply Company, held in Pittsburgh, Pa., Ja 


in the English room of the Fort Pitt Hotel Wives and sweethearts joined these hardware men in celebrating a year’s bust 
ness that closely approached a million dollars During the yea just closed the number of stockholders in thi etail 
merchant-owned-wholesale-house imecreased 2! and the volume of business increased 28% 
° rT . eg 9 P 1 . 
‘* American Toy Exhibitors Organized banquet of the New England Iron & Hardware Asso 
clation in Boston on Feb. 18 were Hon. Clarence B 
Miller, member of Congress from Minnesota; Hon 


| EPRESENTATIVES of the toy manufacturers who 

are exhibiting their 1919 samples at the Imperial 
Hotel, New York, met last week and organized an 
association to be known as American ‘Toy Exhibitors 
This organization will be incorporated as a non-profit 
corporation, and the purpose will be to further the 
interests of the members of the toy industry now ex 
hibiting at the Imperial. Other manufacturers are now 
exhibiting their lines at the Hotel Breslin, and also at 
the Union Square Hotel, and it will be at least a remote 
object of the new association to devise ways and means 
whereby the entire American toy industry will show its 
wares under one roof in New York City each year 

The new association has appointed committees to 
look after the interests of visiting buyers so that their 
buying at the Imperial may be done quickly and thor 
oughly with as little inconvenience as possible. Anothe: 
committee will look after the membership of the organi 
zation, and this committee has already done good work 
in boosting the membership to 73 different manufac 
turers. 

The officers of the association are as follows: Pre 
ident, Homer Stephens, Garford Mfy. Company, Elyria, 


Ohio; vice-president, Benjamin Mark Marks Bros., 
Boston, Mass.; second vice-president, A. Jedel, Jede| 
Corporation, New York City; secretary, C. S. Raisen, 


Transogram Company, New York City, and treasurer, 
L. G. Nourse, Platt & Nourse Company, New York City 


Amazon Stockholders Meet 


A* the annual stockholders’ meeting of the Amazon 
Rubber Co., held at the factory, Akron, Ohio, re 
cently, a report was given that the company’s business 
during 1918 showed an increase of 8&5 per cent over 
1917. The company anticipates another increase of at 
least 50 per cent this year. An extra dividend of 12% 


per cent was declared, payable in ,common_ stock. 
Officers re-elected for the year are: Albert Kroehle, 
president; J. A. Burger, vice-president; L. J. Schott, 
treasurer and general manager, and IL. S. Smith, secre 


elected 
Smith 


Directors 
Schott, Mr 


general superintendent. 
Kroehle, Mr. Burger, Mr 
Kuhlke. 


tary and 
are: Mr 
and M. ID. 


Brief Notes of the Trade 


lk’. Marsena Butts, late of the United States Army, 
is back on the job with Butts & Ordway, Boston. He 
and his brother Chester are running things while Mr 
Sutts, Sr., is South “knocking ’em off the tee.” 

The Fleming Machine Tool Company of Springfield, 
a $100,000 corporation, has been granted a Massa 
chusetts charter. The incorporators are Isaac 'T. Me 
Gregor, George W. Fleming and Frederick G. Wooden, 
all of Springfield. 

The 
Adams, a 
Massachusetts charter. 
A. MeMillin and Arthur W. 
Adams, and Frederick K, Daggett of 

Negotiations are in progress for the consolidation of 
the Manchester and Forbes hardware stores on Union 
Street, Easthampton, at the Manchester store. 

Daniel Doherty, secretary and treasurer of the New 
England Whip Co., is spending three weeks at Palm 
Beach. 

The speakers at the Victory and twenty-sixth annual 


Pneumatic Safety Tool Company of North 
$100,000 corporation, has been granted a 
The incorporators are Edward 
Chippendale of North 


srookline 


Lieut.-Governor of Massachusetts; Dr 
Willard Scott and the Rev. Charles E. Park of Bos 
ton. The Hon. Samuel L. Powers was toastmaster 


The B. F. 


Channing’ Cox, 


Sturtevant Co. of Hyde Park and Boston 
was the successful bidder for the Ames Plow Co. plant 
and nearly ten acres of land located at Framingham, 
Mass., which was sold by auction. The price paid wa 
S90,000 

The Kelly-Springfield Tire Co., Akron, Ohio, is hav 
ing revised plans prepared for its proposed plant at 
Cumberland, Md. It is expected to call for erection bid 
in the spring. Harry G. Blanchard, Akron, is engineer 

The National Piston Ring Co., 293 Halsey Street, 
Newark, N. J., has filed notice of organization to manu 
facture piston rings, Abbott Werner, 85 Johnson 
Avenue, heads the company 

The Sharp Auto Supply Co., Oklahoma City, Okla., 
capital $50,000, has been organized by R. L. Sharp and 
others, and will equip a plant to manufacture automo 
bile supplies 


etc. 


Wants No German Goods 


Bridgeport, Conn., Feb. 6, 1919 
AGE: 

we received a lettes 

Montana and stamped on the 

hottom of it in red ink was the following inscription 
“In giving this order we want it strictly 

that we do not want any goods made in Germany, Au 


Kiditor, HARDWARE 
‘em 


hardware 


morning from a large 


dealer in 


understood 


tria, Turkey or Bulgaria.’ 

[ was reminded at once of your editorials “Mr. Buyer, 
It’s Up to You,” and your great work through the 
columns of the HARDWARE AGr do the end that good 
hould not be offered in our hardware stores, at least, 


that were made by unrepentant Huns whose hands are 
till stained with the blood of our own sons and brothers 

The American people are too prone to forget, but thi 
Montana dealer evidently does not intend to allow con 
cerns from whom he buys forget how he feels and hi 
plan struck us as mighty good. It costs nothing except 
the price of a small rubber stamp, but if used on every 
order sent out, it reminds “Mr. Buyer” continually that 


this dealer’s conscience is still active and that hi 
memory has not failed, and if this same idea was car 
ried out by all of the live dealers throughout the coun 
try it would be a mighty force at work right where 
the work is needed to offset the canning propaganda 
already instituted by Germany. These continual re 
minders, coming as they would from the source of 


things, could not help but be effective. An article in 
your paper suggesting the plan would surely get re 
sults, and it was with this thought in mind that | write 


you in this way 


Of course, so far as we are concerned, also other 
manufacturers, the plan would only effect us indirectly, 
but practically all of the retail dealers order good 


right along from the jobbers. This is just where the 
work would count 
All of this may be an old story to you and perhaps a 
lot of dealers are already using this means in showing 
how they feel, but this is the first time we happened to 
ee anything like it because practically all of our busi 
ness comes through the hardware jobber. 
Yours very truly, 
THE BRIDGEPORT HDWE. MEG. CORP 
ArrTHour |. PLATT, 
son retary. 











EDITORIAL COMMENT 








Mr. Baker, It’s 
Up to You 


N about every town in America the United 

States Government has placed posters and 
signs emphasizing the citizen’s duty to the re- 
turning soldiers. In a nutshell these signs all 
say “give ’em jobs.” 

Now that is just exactly what every manu- 
facturer in the United States would like to do, 
but the labor unions are standing pat for the 
continuance of war wages on one hand, and the 
merchants and the public are standing pat for 
price reductions on the other hand. 

No sensible manufacturer will go ahead for 
any great length of time piling up manufac- 
tured products when sales are away below nor- 
mal. Such a procedure would put a crimp in 
any manufacturer’s bank roll in a short time. 
His desires may be all to the good, but he is 
between the devil and the deep sea as he is fed 
into the rollers of high priced labor and ma- 
terials on the top side and shrunken sales be- 
low. And all this time he is being solicited 
everlastingly by Governmental Bureaus to give 
the soldier boys jobs. It is small wonder that 
it begins to look to him as though the Govern. 
ment is spending too much energy in an en- 
deavor to get jobs for the boys and not enough 
energy in creating work for them. 

If every voter in the United States had the 


opportunity to cast his vote right now on Gov-’ 


ernment appropriations for gigantic national 
highway construction, for huge irrigation and 
drainage projects, for honest harbor improve- 
ments, for a public building program and for 
Government carconstruction that would partially 
relieve a passenger congestion that is so plainly 
evident on about every passenger train moving 
in America. If the voters had a straight un- 
camouflaged ballot crack at these problems they 
might impress upon the lawyers in Congress 
and the senate a truth that would sink home. 

Not only is the Government over-seeking 
and under-creating jobs for men who want and 
need work, but Secretary Baker is doing more 
than any other man in America to increase 
rather than diminish the labor problems which 
continue to pyramid in our cities. 

How? Well, just stop for a minute and con- 
sider what is happening to the discharged gol- 
diers. 


Thousands upon thousands of these soldier 
boys came from small towns. They were boys 
who previous to their entrance into the army 
had seen but little of the world. Most of them 
had never traveled beyond the city where the 
state fair was held once a year, and then they 
were not annual visitors. Now they have seen 
considerable of the world and they want to see 
more. For the average young man the city 
has a greater attraction than has the country. 
The lure of city life is strong and the temp- 
tation to stray from the broad pathway of right 
living are numerous. Most of the boys who 
have been subject to the strict discipline of 
military life have considerable steam they want 
to blow off. 
Face facts and we must admit that their 
blowout is apt to be a cleaner, more wholesome 
celebration in their own home towns, than if 
they cut loose in a large city where they are 
There is something in the state- 
ment that we are all as bad as we dare to be. 
acknowledges the whole- 


unknown. 


Every thinking man 
some influence of a good environment just as 
he recognizes the degrading influence of bad 
That is why we so frequently 
judge men by their companies. Sunday school 
teachers do not usually rent homes in the Red 
Light district, and men choose their recreation 
and select their playmates with a lot better 
judgment when they run a good chance of meet- 


surroundings. 


ing many people whose good opinion they value. 
Mr. Baker is discharging thousands of boys 


from the army. The camps from which these 


boys are given their honorable release are 
usually located near large cities. Railroad 
facilities, which are usually very good ap- 


proaching big places, had a lot to do with the 
selection of cantonments. 

The discharged soldier should be given trans- 
portation to the place from which he was taken 
by his local draft board. Sure, says Mr. Baker, 
we are going to send the boys home prepaid and 
then he goes down into Uncle Sam’s treasury 
and hands the discharged soldier enough cold 
cash in addition to his back pay, to buy a 
ticket home. 

After that transaction Mr. Baker seems to 
think it is none of Uncle Sam’s business what 
that soldier boy does. We differ, and our dif- 


ference of opinion is founded on a knowledge 
of what so many of these boys are doing with 
their ticket money. 
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Instead of starting home 
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promptly, an enormous number are promptly 
buying tickets to the nearby city. A few days 
later you can locate a lot of these inexperienced 
vacationists with bank rolls in the form of no 
more tangible asset than “memories” and they 
are not all pleasant memories. 

Now don’t get the idea that we think that 
all the small town boys bust loose with a 
carousal. Far from it. There are numerous 
other ways of stripping a green country boy 
of his money, and there are men and women 
in every city who live by their wits. 

On top of these temptations is another thing. 
The thing we started to write about—a job. 

Labor troubles generally have their inception 
in cities. Our cities are overcrowded right 
now. In practically every city in America 
there is a big surplus of labor. 

Thousands of country soldier boys want to 
try work in the cities for a change. Every one 
of them is coming in direct competition with 
men already living in the cities, men who have 
families who are dependent upon them, men 
who have responsibilities which cannot and 
should not be minimized. The country soldier 
boy who stops in the city near the cantonment 
from which he has been discharged, and en- 
deavors to get a job there, at this time, is em- 
phasizing the labor troubles which are growing 
more serious every day.’ 

Now to lessen the temptations, to send the 
soldier boy into a clean, wholesome, loving, 
careful, home environment is your duty, Mr. 
Baker. 

To distribute the labor you are creating in 
your big mill of discharge, to distribute it 
where it belongs and where it will be most 
readily employed, you must see to it that the 
discharged soldiers are sent home. 
Give the boys tickets home. Don’t give them 
the cash with which to buy tickets home. 

By such action you will win the appreciation 
of those who so willingly gave their boys in the 
national crisis. And you will be doing the just 
thing to those citizens whose homes and famil- 
ies are in cities where there are already more 
men than there are jobs. 


Fellow hardware men, it was 
with distinct pride that we editors 
of HARDWARE AGE handed the big 
Annual Spring Buying Number 
back to you February 6. We be- 
lieved it was the best issue ever— 
that’s why we were proud. But we 
were proud because that issue re- 
flected our position, not because 
it was the product of our hands 








That 


issue was the 


and heads. 
product of hustling American 
hardware retailers. They wrote 
practically every word of it—and 
the advice they gave is good be- 
cause they have proved the pud- 
ding in their own stores. So 
HARDWARE AGE is indeed the clear- 
ing house for ideas of leading 
hardware retailers. We are proud 
of that position. We've simply 
taken material supplied by hard- 
ware men and molded it into a 
magazine. We hope that in the 
molding we have not mussed up 
the material. That is our job and 
that is our hope in making every 
issue Of HARDWARE AGE. 


* *k *« 


Special Automobile 
Accessory Convention 


HE Automobile Accessory Branch of the 
T National Hardware Association is go- 
ing to hold a special convention in Detroit on 
Thursday and Friday, March 20 and 21. 

This will be the first spring meeting of this 
important branch of the great wholesale 
hardware association and will undoubtedly 
be attended by a large number of the special- 
ists who are in charge of the accessory de- 
partments of the big wholesale hardware 
houses. 

A most constructive program is being 
planned by Secretary Fernley, and those who 
attend will undobtedly come away feeling 
well repaid for the time they devote to this 
meeting. 

Automobile accessories took their place in 
the hardware field some seven years ago, and 
so rapid has been the development, so satis- 
factory have been the profits, so interesting 
has been this business, that HARDWARE AGE 
continues to congratulate itself for having 
originated, and for having energetically 
pushed the campaign that made automobile 
accessories hardware in every sense of the 
word. 

A great majority of the wholesale hard- 
ware houses in the United States are con- 
ducting complete accessory departments to- 
day and the automobile accessory department 
of the National Association is a powerful and 
constructive factor in the distribution of 
such products. 

At the Detroit meeting the manufacturing 
members will have an exhibit of automobile 
accessories that promises to be an eye opener. 
Don’t the dates, March 20 and 21. 
Detroit is the city. No 
buyer is going to miss it. 


forget 
up-to-the-minute 
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EKRCHANTS allude to trade in this locality as 

looking up a little, with prices on spring or sea- 
sonal goods, housefurnishing hardware and staple lines 
firm. Manufacturers and their representatives do not 
look for price reductions to any considerable extent 
for some time yet, while wholesalers and retailers are 
holding off, frequently expecting lower figures. 

Jobbers are believed to have fair stocks on general 
lines of staple merchandise throughout the country, and 
following a common policy as to re-orders, specify 
only for such merchandise as is needed without attempt- 
ing to look ahead very far. This will prove to be best 
for all eventually, but the sooner we can reach a lower 
level the better it will be. We hear of retailers going 
slow, because consumers are not buying as freely as 
they should, at the same time looking for lower prices. 

Tonnage in the heavier lines, it is said, is less, which 
naturally leaves a larger percentage of overhead or con- 
tingent expense, based on a larger production, which 
feature will necessarily require time and patience to 
readjust more in keeping with a peace basis. Sales- 
men are out after business, and are sending in orders, 
but producers and distributors are prone to compare 
peak figures made under war demand with those of a 
peace period. 

Trade and building material in this vicinity is very 
dull, as there is next to nothing going on in large 
construction. One manufacturer recently said there 
were but three sizable buildings being started in Man- 
hattan and Bronx boroughs. Concerns making plumb- 
ing goods and similar lines say they are very dull and 
but little in prospect at present, such trade as there is 
being of hand-to-mouth character for repair work. 

‘lat head wood screws are lower, with a base dis- 
count of 70 per cent, subject to 20 and 10 per cent 
beyond, for fair orders. Round head iron screws are 65 
per cent print, while the base on round and flat head 
brass, and round and flat head bronze is unchanged, all 
taking the same extras. 

Retailers as a rule seem to be sitting tight, awaiting 


New 


developments. Manufacturers considering the situa- 
tion from broader market conditions find no reasons 
at present for quoting much lower prices. On the 


other hand, a failure in the volume of orders for con- 
sumption during any length of time must naturally 
modify this opinion, as factories need orders if they 
are to be operated. In the meantime a more gradual 
recession in prices which will enable the trade generally 
to readjust transactions and accommodate affairs to a 
slower basis should prove most advantageous in the 
end rather than violent reactions and heavy losses from 
cut prices. 

In the line of mechanical rubber goods the demand 
is not very good, and business has suffered in these 
commodities. Prices will depend mainly on the cost of 
cotton, largely duck, with no worries about rubber, 
which has been low and steady throughout the war. 
Ceylon rubber, for instance, has been approximately 
60 to 70c. per Ib., which several years before the war 
had risen to four or five times that owing to specula- 
tion in rubber plantations. 

Box Straps and Door Mats.—The Cary Mfg. Com- 
pany, Manhattan Bridge Plaza, Brooklyn, N. Y., quotes 
Cary’s Universal box strapping, in cases, at list net, 
and flexible steel door mats at 25 per cent discount. 

Carbola—The Carbola Chemical Company, Inc., 7 
East Forty-second Street, New York, quotes Carbola 
as follows: Trial packages, each 17c.; 10-lb. size, 


per doz. $8.00, and 50-lb. bags, each $3.00. 
Linseed Oil.—Prices in this territory are on the 
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same basis as herevofore, and the market is firm with 
oil very scarce. Stocks are light, and the flaxseed 
question is referred to as serious. Seed coming through 
Duluth is limited in quantity owing to the congestion 
on line elevators. They are clogged with grain, under 
Government control, which makes it exceedingly diffi- 
cult to handle flaxseed from farmers in the Northwest 
still on hand in that section from last fall’s crop. It 
must be remembered that crushers did not get ade 
quate supplies last year by water because of war con 
ditions, which means for Eastern crushers about a three 
~eeks’ period in transit by rail at higher transportation 
cost. 

The price of seed during the last two weeks in- 
creased approximately 19¢c. per bu., or from $3.26% 
per bu., Feb. 1, to $3.45, Feb. 18. Linseed oil cake 
is going at about $60.000 per ton, where in pre-war 
days it brought from $25 to $30 per ton, all of which 
has a considerable bearing on the price of oil. 

Linseed oil, raw, in lots of five or more barrels, is $1.48 
per gal, and less than 5 bbl. lots $1.50. Linseed oil, carload 
lots, is $1.45 per gal. There has been a little Canadian oil 
offered in this market at about $1.38 per gal. in carload lot 

Wire Nails.—Orders come along slowly and there is a 
reasonable amount of business obtained for this period 
of the year. Wholesale distributors expect a good de- 
mand for wire products a little later on. Applicable 
to this territory we hear of quite a considerable num- 
ber of houses in Brooklyn of three or four stories where 
there are stores on the street floor, but many people 
looking for an apartment do not care to live over a 
store. Consequently, we are advised by men in the 
trade, there is quite a sizable movement to change 
these buildings into straight apartments, with the ex- 
pectation of getting more actual rent than is obtained 
now. The situation, however, on large buildings is 
much different. Capitalists are not ready to go ahead 
until the atmosphere is clearer as to material and labor, 
with correspondingly lower prices. There are some ir 
regularities in the prices of nails in this market be- 
‘ause of orders placed for foreign shipment and later 
canceled, which makes it necessary for some of these 
nails to be resold. 

Jobbers are still holding wire nails at $4.75 in store and 
$4.85 for sizable orders, carted if within reasonable distance 

Cut Nails—Cut nails continue scarce because of 
strikes among workmen which have not yet been set- 
tled. There are quite a good many inquiries for export 
consumption, but the difficulty is to get the nails. 

Cut nails are being held at $6.25 base per keg, either in 
store or delivered, if not too far away. 

Naval Stores.—There has been but small sales of 
turpentine at previous prices and a maintenance of 
conditions on rosin in primary southern markets. 

Spirits of turpentine, in yard, range from 71% to 73c. pet 


gal. 


Rosin, in yard, on a basis of 280 Ib. per bbl., common to 
good strained, is $13.50 to $13.60 and D grade is offered at 
the same prices 

Rope.—On February 7 Manila hemp rope, including 
the so-called hardware grade, was advanced 5c. per 
Ib. on account of scarcer offerings of Manila hemp 
fiber and the high prices quoted. Again on February 
11 there was a further advance of 2c. per lb. on all 
Manila and Sisal goods owing to further hemp price 
advances, and it is not at all improbable that both 
Manila hemp and Manila rope may go even higher. As 
to Sisal there has been no recent change in the price 
of fiber, but manufacturers claim that the previous 
margin between fiber and the manufactured product 
was not sufficient to cover manufacturing and sales 
expense. 

It is understood that a large corporation has been 
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formed in the Philippine Islands, under authority 
granted by the Philippine Legislature, to take over the 
distribution of hemp fiber. However, just how this 
situation will work out is largely a matter of con- 
jecture so far. Whether under this arrangement other 
importers of hemp will find it impossible to transact 
business remains to be seen. 

Manila hemp rope, *% in. diam grade, 


and larger, highest 


is 29c.; second grade 28c., and hardware grade 26c. base 
per lb. Sisal hope, % in. diam. and larger, highest grade, i 
"3c., and second grade 20c. base per Ib Sisal, Hay, Hide 
ind Bale rope, medium and coarse, first quality is 2844e. and 


se per lb Sisal, tarred, medium and 
and second quality 20¢. per Ib 


second quality 20%4c. ba 
lath yarn, first quality is 23c. 





{‘otton rope, best, 5/16 in. and larger is 50c medium 5/16 in 

nd larger 48c. and common 5/16 in. and larger is 46c. base 
per lb. Jute rope No. 1, 44 in. and up is 1S! No. 2, 1744c 
ind No. 3, 16%c. per Ib. 


Washing Machines.—The Woodrow Mfg. Company, 
Newton, Iowa, quotes washing machines as follows, 


namely: No. 1 bench power washer, each $42; No. 2 
bench electric washer, each $70; No. 5. tilting-twin 
CHIC 
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j- past week has shown very few changes in the 
general hardware market. The retail trade is buy- 
ing in good quantity for immediate shipment, and the 
orders appear to be limited to the amounts the dealers 
expect to sell in from a 30 to 90-day period. There is 
still a very apparent hesitancy in the matter of buying 
for future delivery, except in cases where prices have 
been guaranteed against manufacturers’ declines. 

To date the main price declines have been on lines 
where prices had been abnormally advanced during the 
war. On the more staple lines of the ordinary hard- 
ware stock there have been comparatively few declines. 

The representatives of the American Steel & Wire 
Company, in addresses before various hardware conven- 
tions, have freely expressed the belief that no declines 
are to be expected in barb wire, staples, nails, woven 
wire fencing and similar lines for some time to come. 
They claim that advances were made in these lines 
from time to time during the war, as the costs of pro- 
duction made such advances imperative. No material 
cost reductions have appeared, and therefore they say 
no declines in the finished products are to be expected. 

Rope is the only hardware product of importance to 
show any price change during the past week, and that 
was in the nature of an advance. This market report 
has for some time past insisted that the differential 
between the prices of manila and sisal rope would have 
to change. It has predicted the price advance, and has 
urged dealers to buy their requirements of manila rope 
on the basis that it was a good buy with no chances of 
loss. Many dealers in this vicinity have taken our 
advice in this matter, as attested by the unprecedented 
sales of manila rope by local jobbers during the past 
month. Readers of HARDWARE AGE have profited many 
times beyond the subscription price of the magazine 
in even small purchases of rope at the old prices. Sisal 
rope prices are unchanged, and there is now little like- 
lihood of any immediate change, according to reports 
from both manufacturers and jobbers. 

There has been a marked increase in the number of 
building permits issued in Chicago the past two weeks, 
and this is taken to indicate that there will be a sub- 
stantial increase in building operations next spring. 
However, dealers are of the opinion that no building 
boom is to be expected so long as material and labor 
prices remain at the present high level. _ es 

In general dealers are buying conservatively of build- 
ers’ hardware items, and are confining their purchases 
to the standard sizes and finishes. 


Axes.—While there is still a good demand for axes, 
sales have fallen off to some extent in the lumbering 
districts, due to the closing of many mills. The exist- 
ing prices on axes have been confirmed by the manu- 
facturers for shipment up to Sept. 30, 1919. The manu- 
facturers have also guaranteed the prices against de- 
clines that they may make, up to Dec. 31, 1919, on all 
axes shipped during the year. This has stimulated 
buying for spring, and jobbers report an increase In 
future orders. 

We quote from jobbers’ stocks, f.o.b. Chicago: First qual 


itv, single bitted axes, 3-lb. to 4-Ib., $14 per dozen base 


Alarm Clocks.—The alarm clock situation is un- 
changed, with heavy sales and stocks generally below 
normal. Local jobbers have been short on several 


standard makes and sizes for some time, and report 
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power washer, $56, and No. 6 tilting-twin electric 


washer, each $84. 


Window Glass.—This situation is still stagnant, with 
very little improvement. About 50 per cent of the 
hand-made glass factories were to start on February 
10, and operate according to present plans until May 
24. Manufacturers expect soon to be in a position to 
furnish all sizes and qualities, including heavy special 
window glass of various thicknesses. There are some 
irregularities in this trade because of supplies bought 
with the expectations that war would continue longer 
than it did, which some of the smaller holders have 
been obliged to unload at cut prices of sometimes 15 
to 20 per cent than factory prices. This will 
cause demoralization for a while until this glass is out 
of the way. 


less 


Window glass, in the regular trac t present is quoted a 
follow Single .strength A and B ill vz i7 per cent 
double strength A, all size TY per cent, and double strenet 
B Il sizes, SL per cent from jobbers | 


AGO 


shipments still very slow. Manufacturers are assuring 
jobbers that they will soon be in position to fill order 
more promptly, but assert that prices will remain as 
high as at the present for some time to come. They 
declare that skilled labor is as scarce as at any time 
during the war, and that manufacturing costs are not 
growing any less. 


We quote from jobbers’ stocks, f.o.b. Chicago: The Ame 
ican Alarm Clock, in less than dozen lot fPlL.04 per doz 
dozen lots, $10.64 per doz.; case lots of 4 doz SLO.37 per 


$LS.87 per 
$LS.05 


less than dozen lot 


doz Lookout Alarm Clocks, 
5 lots of 2 doz., 


doz dozen lots, $13.46 per doz; case 






per doz Tattoo Alarm Clocks, dozen lots, $25.50 per doz 
ease lots of Sf b24.85 per doz Slumber Stopper, radiun 
dial, dozen lots, 2 per doz. Big Ben and Baby Ben, $2 enact 


Ash Sifters.—The open weather has had some effect 
on sales of ash sifters, but the demand is still well 
around normal. Sales in the fall and early winter were 
very heavy, and most dealers in this territory bought 
heavily. No price changes have been reported, and it 
is doubtful if any changes will be made to affect this 
season’s business. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
frame ash sifters with wire creens, ize 12 x 14, 
japanned, $1.60 doz., galvanized, $2.20 doz perfection 
frame, galvanized screen, size, 14 x 16, $2.50 per doz 
sifters, No. 06, $4.25 per doz 


Coal Hods.—Sales of coal hods have been heavy 
throughout the season, and stocks of jobbers are gen 
erally low. The demand is naturally beginning to fall 
off at this time, but there are still orders coming: in 
from retail dealers who desire to fill in their stocks. 
Local jobbers are now taking orders strictly subject to 
stock on hand. Manufacturers say that there will be 
few hods available for the balance of the season. 


Square wood 
black 
wood 
barrel 


We quote from jobbers’ stock fob. Chicago: Japannec! 
open hod, 15-in., $4.65 per doz 16-in., $5 per doz; L7-in, 
$5.55 per doz.; galvanized open hod, 16-in $7.90 per doz 
17-in., $8.55 per doz 18-in., $9.30 per doz 20-in.. $12.65 per 
doz.; galvanized funnel hod, L7-in., $10.55 per doz TS-in., 


$11.40 per doz japanned funnel hod, l7-in., $7 per doz 


Babbitt Metal.-—Following the recent Slight decline in 
lead pipe, there has been a drop in the jobbers’ prices 
on babbitt metal. Sales are holding up well in the 
larger towns and cities, but are light in the farming 
districts. 

We quote from jobbers’ 
babbitt metal, 9c. per Ib. ; 


fob. Chicago: Standard 


Ne per Ib 


stocks, 
Revenoc, 


Clipping Machines (Horse and Sheep).—Jobbers are 
already beginning to feel the demand for horse-clipping 
and sheep-shearing machines, from dealers in the West 
and South. Retail sales in most localities have not yet 
started, but it is expected that the demand will be heavy. 
Local jobbers are advising retailers to place their orders 
at once in order to insure getting stocks, as shortages 
may prevail later. At the present time jobbing stocks 
are in good condition, and shipments are being’ made 


promptly. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 ball- 
bearing horse clipper, $9.75 list each No horse clipper 
$14 list each: No. & sheep-shearing machine, $12 list each 
No. 9, $14 list each, and New Model, $14 list each The 
tbove prices carry a discount of 25 per cent with April Ist 


dating. 

Eaves Trough and Conductor Pipe.—The open weather 
of this winter has given opportunity for much out-of- 
door repair work, and has had a tendency to increase 
sales of conductor pipe and eaves trough over those of 
last year. Jobbers report stocks in normal condition, 
with deliveries from the manufacturers better than for 
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months past. Prices of local jobbers dropped slightly 
last week, but have been holding firmly since that time. 


We quote fromm jobbers’ stocks, f.0.b. Chicago: 29-gage, 
lap joint eaves trough, 5-in., $6 per 100 ft. 29-gage con- 
ductor pipe, 3-in., $6 per 100 ft. 


Files.—There is still more or less of a shortage of 
files, and local jobbers are out of some of the more 
staple sizes. Deliveries from the manufacturers are 
much better than those of a few months ago, but are 
still inadequate to the demand. Retail stocks are below 
normal. No changes in the manufacturers’ lists or dis- 
counts have been reported. 


We quote from jobbers’ stocks, f.o.b. Chicago, the following 
discounts from standard lists: Nicholson files, 40-10; New 
American, 50-10; Disston, 40-10; Black Diamond, 40-7%. 


Glass, Putty and Glaziers’ Points.—Jobbers declare 
that the glass manufacturers have recently revised their 
schedules, and that only about 50 per cent of the normal 
glass production will be turned out this year. This, 
they say, will in all probability mean a shortage of 
window glass next spring and summer. Just now there 
is almost no movement in window glass at this time, but 
there are indications of a good business in the spring. 
Jobbers stocks are in good condition at the present time. 





We quote from jobbers’ stocks, f.o.b. Chicago: Single 
strength A, all sizes, 77 per cent off; single strength B, first 
three brackets, 77 per cent off; all sizes of double-strength 
A, 79 per cent off. 

We quote from jobbers’ stocks, f.0.b. Chicago: Putty, in 
100-Ib. kits, $4.25; glaziers’ points, No. 1, No. 2 and No. 3, 
1 doz. to a », 60c. per pkg. 





Cotton Gloves and Mittens.—Jobbers report a good 
volume of future orders on cotton gloves and mittens, 
as well as a good demand for immediate shipment. 
There have been no price changes for several weeks, 
and the market appears firm at this time. Jobbers have 
been assured by the manufacturers that there will be 
an ample supply for the coming season, and that there 
will not be any shortages. 


We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
7-0z. knit wrist gloves, $1.85 per doz. pairs; Standard s-oz 
knit wrist gloves, $2.10 per dozen pairs. 


Guns and Ammunition.—The situation with regard to 
guns and ammunition is practically unchanged. Jobbers 
and dealers are greatly interested in the proposed 10 
per cent tax on the lines mentioned, and there is some 
feeling in this vicinity that the tax is rather unfair, 
in that it hits sporting goods much heavier than other 
lines. Local jobbers are instructing their salesmen 
that when taking orders where prices are named to 
plainly mark such orders: “Subject to Government tax 
of 10 per cent. Stocks of sporting arms and ammuni- 
tion in the hands of the manufacturers, jobbers and 
retailers are below normal, and it is said that it will 
be several months before any appreciable change can be 
brought about in this situation. Local jobbers say 
that their greatest difficulty will be to get goods enough 
to go around next season. 


We quote from jobbers’ stocks, f.o.b. Chicago: Single bar- 
rel shotguns, 12-gage, 30 or 32 in. barrels with plain extrac- 
tor. $7.50 each: with automatic ejector, $7.85 each; 12 gage 
double-barrel guns, with hammer, $14.50 each; hammerless, 
$17.50 each 

No. 22 short semi-smokele eartridges, $5 per thousand 
No. 32 short semi-smokel« rim fire, $11.75 per thousand ; 
No. 22 long semi-smokeles $6 per thousand: No. 32 long 
semi-smoke'ess, rim fire, $13.50 per thousand. Discounts’ 20-5 
per cent Peters’ target hells, mokeless, 3 drams powder, 
1% oz. shot. 1 to 10, $48 per thousand; Peters’ Referee semi 
smokele 2 drams nowder, 1 0z. shot, 1 to 10, $37 per thou 
sand Discount 20-214 per cent 


Galvanized Ware.—There is still a tendency on the 
part of the retailer to limit his orders for galvanized 


ware to his immediate requirements, as there is a 


general feeling that prices in this line have not yet 
reached the lowest level. Jobbing stocks are in a very 
fair condition and orders are being filled promptly. 


Prices remain at the level of last week. 

We f.o.b. Chicago: Standard 
galvanized tub No. 1. $10.65 per doz 
No. 2, $12 per Medium grade heavy 
galvanized tub No. 10060 $15.65 per doz No. 200s, $17.80 
per doz No. 300s, $19.89 per doz Common galvanized 
pails, § $3.40 per doz.: 10 qt., $3.75 per doz 12 qt., $4.10 


qt., $3 a 
per doz.; 14 qt., $4.60 per doz.; 16 qt., $5.55 doz 


Wood Handles.—The demand for wood handles con- 
tinues good, although there has been some falling off 
in of axe handles in the lumber regions. The 
manufacturers are making somewhat better deliveries 
than during the early fall and winter, and jobbing 
stocks are gradually getting back to normal. Prices 
seem firm as quoted. 

We quote from jobbers’ stocks, f.0.b. Chicago: Best quality, 
second growth, hickory axe handles, $6 per doz extra qual 
ity hickory, $4.50 per doz.: No. 1 hickory, $3.75 ner doz 
No. 2 hickory, $3 per doz.; No. 1 railroad pick handles, $4.50 
per doz.; 14-in. second growth hickory hammer and hatchet 
handles, $1.50 per doz.; 14-in. medium quality, 85e. per doz 


stocks, 
i> per doz 
$14 per doz. 


from jobbers’ 
No. 0. $8 
doz.: No. 3, 


quote 





sales 


Lanterns.—There is still a very good general demand 
for lanterns, coming mainly from the farming districts. 
Stocks of local jobbers are in fair condition and the 
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manufacturers state that they are now in better position 
to make deliveries than for some time past. Most of 
the orders received by the jobbers are for immediate 
delivery, few future orders being placed at this time. 

We quote from jobbers’ stocks, f.0.b. Chicago: Competition 
lanterns, No. 0 tubular, $7 per doz.; No. 2 tubular cold blast 
$9.90 per doz. : 

Lace Leather.—There is a very fair demand for lace 
leather, coming mainly from the mill and factory trade. 
The demand from the agricultural districts is light, 
as there is no farm machinery in operation at this time. 
The raw-hide type is in the greatest demand, although 
it is higher in price than the chrome. 

We quote from jobbers’ stocks, f.0.b. Chicago: Rawhide lace 
leather, %-in., $1.65 per 100 ft.; in., $2 per 100 ft.; 
Chrome lace leather, %-in., $1.20 100 ft.; %-in., $1.50 
per 100 ft. 

Nuts and Bolts.—The makers of nuts and bolts report 
a fair demand from jobbers and consumers, but the 
sales are largely for such quantities as meet current 
needs. Jobbers’ stocks are fairly heavy and shipments 
are coming in promptly. Makers claim that discounts 
are being firmly held. 

Nails.—Nail shipments are improving somewhat, yet 
local jobbers have no surplus stocks. The mills are 
holding prices firmly, and the jobbing trade is doing 
likewise. The makers declare that there is little chance 
of a decline in wire nails for some time to come, as 
manufacturing costs have not been materially reduced. 
The demand from retail sources is light at this time, 
but retail stocks are generally low. 

We quote from jobbers’ stocks, f.o.b. Chicago: Common 
wire nails, $4.30 per keg base; cement coated nails, $4.20 per 
keg base. 

Oil Heaters.—Mild weather is retarding retail sales 
of oil heaters, and the manufacturers and jobbers have 
accumulated a slight surplus of stock. Retail sales were 
good early in the winter, but have fallen off since that 
time because of weather conditions. There is a possi- 
bility that some heaters will be carried over unless 
there is a period of colder weather. 





per 


We quote from jobbers’ stocks, f.o.b. Chicago: No, T-24 
blue polished steel body oil heaters with heavy steel fount, 
capacity, 3 qt., $3.80 each; No. T-21 polished sheet steel 


body, black japanned finish, with safety fount capacity, 3 qt., 
$4.40 each; No. T-31, capacity, 14 gal., $7.15 each. 

Roofing and Building Paper.—The demand for roofing 
and building paper is fair, although the sales are mainly 
for repair work. Present reports indicate a fair amount 
of building in the spring, with a natural increase in 
paper and roofing sales. Prices are same as last re- 
ported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Certainteed 
roofing, one-ply, $1.53 per sq.; Certainteed roofing, two-ply, 
$2.04 per sq.; Certainteed roofing, three-ply, $2.55 per sq.; 
Major roofing, one-ply, $1.28 per sq.; Major roofing, two-ply, 
$1.69 per sq.: Major roofing, three-ply, $2.10 per sq.; Sentinel 
roofing, one-ply. S8c. per sq.; Sentinel roofing, two-ply, $1.04 
per sq.; Sentinel roofing, three-ply, $1.25 per sq.; tarred felt, 
$2.60 per 100 lb.; red and gray rosin paper, $47 per ton. 

Razors and Blades.—Despite the fact that the leading 
manufacturers are assuring jobbers that they will soon 
be in positien to fill all orders promptly there is a short- 
age of both razors and blades in local jobbing houses. 
This is particularly true with regard to the Gillett line. 
Auto-strop razors and blades are now arriving in fair 
volume. Sales continue heavy, as neither the jobbers 
nor the retailers have any surplus stocks. No price 
changes have been reported. 

We auote from jobbers’ stocks, f.o.b. Chicago: Full hollow 
ground, open blade razors, square point, flat rubber handles, 
b17.25 per doz three-quarters hollow ground, square point, 
rubber handles, $14.75 per doz, 

We quote from jobbers’ stocks, f.o.b 
cago, as follows: Gillette, $45 per doz.; Auto-Strop, $45 per 
doz.: Gem. in one doz. lots, $8.40 per doz.; 3 doz. lots, $8 
per doz.: Ever-Ready, in one doz. lots, $8.40 per doz.; 3 doz 
lots, $8 per doz 

BLADES.—We 
Gem, in 1 doz 
Ever-Ready, 1 


$17.25 
oval 


SAFETY RAzors Chi- 


stocks, f.o.b. Chicago: 


$4.20 per doz. sets; 
er blades, % doz. to a 
package, 24 to the card, $6.72; Gillette. in 1 doz. 
packages, 6 to the package, $4.50; Gillette, 1 doz 
packages, 12 blades to a package, $9; Auto-Strop, No. 610% 
in doz packages, 6 blades to a package, $4.50; Auto-Strop 
No. 610, in doz. packages, 12 blades to a package, $9. 

Rope.—For several weeks past we have been predict- 
ing higher prices on manila rope, and telling dealers 
that it was a good buy at the quoted prices. The wis- 
dom of this advice is shown in the recent advance of 
5c. per pound on all sizes of manila rope. Another ad- 
vance of 2c. per lb. became effective this week. Dealers 
who followed our quotations stand to make a very nice 
profit on their rope purchases. Sisal rope prices have 
also gone up 2c. per lb. in all sizes. 

We quote from jobbers’ stocks. f.o.b. Chicago: No. 1 manila 
rope, 29l%4ec. per Ib. base: No. 2 manila rope, 28%c. per Ib 
base: No. 3 manila rope, 26'%4c. per Ib. base: No. 1 sisal rope, 
23%c. per Ib.; No, 2 sisal rope, 20%c. per Ib. 

Sleds.—The sled season is about over, unless there 


jobbers’ 
to a set, 


quote from 
sets, 7 blades 
ecard containing 1 
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should be a further fall of snow in this section. The 
sales prior to the holidays were very heavy, but ad- 
verse weather conditions have cut the demand appre- 
ciably since that time. Jobbing stocks are badly broken, 
and few dealers have any appreciable surplus. No 
price changes have been reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Stamped 
steel coaster with T-shaped spring steel runner, No. 130, 
$13.30 per doz.; No. 131, $15.20 per doz.; No. 132, $17.50 per 
doz.; wood coaster, Ne. 5, with low runner, $5.55 per doz.; 
No. 10, $8.25 per doz.; No. 12, $11 per doz.; high wood cut- 
ter, competition grade, No. 86, two-knee, $4.75 per doz.; No. 
87, three-knee, $6.65 per doz. 

Skates (ice).—Sales of ice skates in the larger cities 
are still good, due to the many indoor ice rinks, but in 
the smaller towns there is little movement of skate 
stocks. Jobbers’ stocks are practically cleaned out of 
the more staple numbers and sizes, and local jobbers 
are taking orders subject to stock on hand. 

We quote from jobbers’ stocks, f.o.b. Chicago: Barney & 
gerry lever stamp No. 30, bright finish, men's skates, 66c. 
per pair; nickel, 90c. per pair; key clamp, No. 112, nickel 
plate on cast steel, $1.10 per pair; No. 122, nickel plate on 
hardened steel, $1.50 per pair; key clamp hockey, No. 612-B, 
cast steel blade, $1.25 per pair; No. 662-B, special tempered 
steel blade, $2 per pair; women’s clamp pattern, No. 72%, 
nickel plated welded tool steel blade, $1.50 per pair; women’s 
hockey No. 772%c., $1.20 per pair; women’s half key clamp 
rocker, No. 310-B, cast steel blade, bright finish, $ 
pair; No. 372, welded tool steel blade, $2.10 per pair. 

Spark Plugs.—Local jobbers report a steady volume 
of business on spark plugs, with every indication of a 
record business in the spring. They are advising re- 
tailers to overhaul their stocks and place their orders 
for their estimated requirements. No price changes are 
expected on the standard makes. 

We quote from jobbers’ stocks, 
Giant, any quantity, 60c. each; Hercules Junior, lots of 1 to 
100, 40c. each; Heercules Junior, lots of 100 to 150, 37%e 
each; Hercules Junior, lots of 150 upward, 35c. each 

Sand Paper.—There has been some improvement 
recently in sand paper sales, due to the fact that the 
manufacturing plants are purchasing for their spring 
needs. Retail sales are comparatively light, but will 
undoubtedly increase in the near future. Prices are as 
last quoted. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 1 sand paper, best grade, $5.40 per ream; cheaper grade, 
$4.85 per ream. 

Screws.—There is little change in the screw situation. 
The demand is only fair, but it is generally expected 
that sales will increase materially in the next two 
months. Jobbers have good stocks on hand and report 
dealers buying mainly for immediate shipment and in 
quantities to handle immediate wants. Manufacturers 
are holding firmly to their prices. 

Solder.—The weather has been very favorable to out- 
door work, and as a result sales of solder have been 
very fair. The recent decline in pig lead has had an 
effect on local jobbing prices of solder. A decline of 5e. 
per lb. has been made in 50-50 solder and a similar cut 
has taken effect on No. 1. plumbers’ solder. 
f.o.b. Chicago: 





25 per 





f.o.b. Chicago: Hercules 


We quote from jobbers’ stocks, Warranted 


50-50 solder in box lots, 42¢c. per Ilb.; No. 1 plumbers’, in 
box lots, 36e. per Ib. 

Skates (Roller).—There is already a good retail 
demand for roller skates, particularly in the larger 


cities, and it will soon reach the smaller places. The 
fad has grown to such an extent that it is not uncom- 
mon to see the following sign in Chicago stores: “Do 
not wear roller skates into this store.’ There is 
nothing to indicate a shortage of roller skates, but 
jobbers are urging dealers to get their stocks in readi- 
ness to meet the demand. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Conron boys’ ball bearing. $1.70 per pair; Conron girls’ ball 
bearing, $1.80 per pair: Barney & Berry bo ball bearing 
$1.70 per pair: Barney & Berry girls’ ball bearin $1.80 ner 
pair. Urfion Hardware steel rollers, boys’ or girls’, 85e. per 
pair. 

Steel Sheets.—The mills are said to be about caught 
up on back orders for sheets, but are running full on 


> 
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the specifications that are coming to them. Dealers 
are buying in a hand-to-mouth manner, but the aggre- 
gate of sales is good. Jobbers are carrying stocks 
lighter than during normal times. 

From warehouse stocks, f.o.b. Chicago: No. 10 blue an- 
nealed sheets, $5.17 per 100 Ib.; No. 28 black, $6.22 per 100 
Ib.; No. 28 galv., $7.57 per 100 Ib. 

Sash Weights.—There has been a feeling among re- 
tailers of this district that sash weights were due for 
a decline, and jobbers have reported the placing of 
very few orders. A drop of $5 a ton has taken effect 
this week. The foundries are practically the only ones 
carrying stocks. Jobbers are caring for small orders 
from their stocks, but are having any large orders 
shipped direct from the foundries. 

We quote from jobbers’ stocks, f.o.b. Chicago 
in ton lot $45 per ton. 

Stove Pipe and Stove Board.—Jobbers’ salesmen are 
now taking orders for future shipments of stovepipe, 
but have not as yet announced prices. They report a 
good volume of future business. The same conditions 
prevail with regard to stove boards. It is believed that 
there will be a slight increase in the number of sizes 
and patterns of stove boards this year, but the list will 
probably not include all those eliminated during the 
war. 

We quote from jobbers’ stocks, 


Sash weights 


f.o.b. Chicago: Square crys 





tal stove board, wood lined, 24 x 24, $11.05 per doz.; 26 x 26, 
$13 per doz.; 28 x 28, $15.25 per doz 30 x 30, $ 15 per 
doz. ; 33 x 33, $20.65 per doz.; 36 x 36, $24.65 per doz. Square 





erystal stove boards, paper lined, 18 x 18, $5.90 per doz 
24 x 24, $7.15 per doz.; 26 x 26, $7.85 per doz 28 x 28. $8.75 
per doz 0x 30, $10.40 per doz.; 32 x 32, $12.30 per doz 
35 x 35, $ 35 per doz Prices subject to 10 per cent dis- 





count in case 

Steel Traps.—While sales of traps have been very 
heavy this season they are not as good as they would 
have been had there been more snow to facilitate trap- 





ping. Jobbers are carrying fair stocks, and report de- 
liveries from the manufacturers as adequate. 

We quote from jobbers’ stocks, f.o.b. Chicago 

Victor Traps No. 0, $1.65 per doz No. 1, $1.95 No. 1% 


$2.93: No. 2, $4.09; No. 3, $5.44; No. 4, $6.42; No. 91, $2.74; 
No. 911%, $3.89 


Oneida Jump Trap No. 0, $2.26 per doz; No. 1, $2.66 
so OF Alege 





No. 1%, $3.97: No. 2, $5.83; No. 3. $7.77; No. 4, $ No 
12, $6.38 No. 13, $8.31; No. 14, $9.69; No. 91, No 
91%, $4.71. 

Newhouse Traps—No. 0, $3.65 per doz.; No. 1, y No 
1%, $6.42: No. 2, $9.49; No. 3, $12.66; No. 4, $14.93 All 


prices include chains 
Tacks.—There are rumors of changes in tack prices, 
but none have as yet made their appearance in this 


territory. Sales are comparatively licht. 


We quote from jobbers’ tock f.o.1 Chicago Upholster 
ers’ tacks, 6 oz., 25-lb. boxes, 20c. per Ib bill posters’ tacks 
6 0z., 25-lb. boxes, 19c. per Ib 

Wheelbarrows.—There is a very good demand for 


wheelbarrows for immediate shipment, but the future 
demand is comparatively light. There is every indica- 
tion of a heavy increase in road and construction work 
in the spring, and sales of barrows should be heavy at 
that time. No price changes have been reported, and 
jobbers do not expect any radical change 


From jobbers’ stocks, f.o.b. Chiengvo: No. 4 tubular barrow 
ill steel. $7.25 each: common tray or tave tray barrows 
$2.25 each; angle leg, garden barrows, $4 each 

Wire Products.—The mills report that jobbers and 


consumers are buying wire and wire products only in 
such quantities as are required for actual needs. It is 
a question now of shipments, the mill ,offering quick 
shipments usually getting the business. Retail stocks 
in general are low on barb wire, and there is every 
indication of heavy sales this spring. The makers are 
holding firmly to prices. and assert the belief that no 
declines are to be expected for some time to come. 





We quote from jobbers’ stocl f b. Cl izo Poultry net 
ting. galvanized before weav 50 per cent discount gal 
vanized after weaving, 45 liscount 

Wire CLoTri We quo jobber toc} fob. Chi 

ro: 12-mesh blac from $2.15 to $2.25 per 100 sq. f base 
This price is for siz from 24 in. to 48 in S helow 24 in 

10e. ner hundred higher, size ihove 48 in. are 40c. per 


hundred higher 
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Office of HARDWARE AGE, 
Boston, February 15, 1919 


HE past week has witnessed a further 

ment in several lines of shelf hardware. 
two important lines the readiustment has been up- 
wara, but otherwise downward. There has been no 
slashing of prices anywhere, simply the taking off 
of the top edge of war-time values. In other words, the 
readjustment period is passing sanely and quietly so 
ar as prices are concerned, without serious disrupt- 
ment. The manufacturers as a class appear confident 
of their position now and hereafter. The jobbing 


read just- 
In one or 


trade never was more so. The average retail dealer 
of hardware is still possessed with the idea that values 
have not reached bottom. 


That question is a difficult one to answer, and one 
must look outside of hardware circles for enlighten- 
ment. In running through the list of hardware arti- 


cles, it is found that most things have been marked 
down by the manufacturer since the signing of the 
armistice, some things drastically so. The same is true 
with flour, corn, oats. butter, cheese, eggs, meats, pork 
products, poultry and, in fact, most everything that 
this great country of ours eats. In the case of butter 





70 
and eggs the readjustment has been sensational. Of 
late, prices for almost everything we eat have recov- 


ered their equilibrium and are growing stronger once 
more. This fact is well known among some of the 
local, big-thinking, hardware fellows, and they are be- 
ginning to wonder if the next general movement of 
shelf hardware values will be upward. The fact that 
those hardware articles which have had the most 
violent readjustment are now tending upward, really is, 
in their opinion, the key to the situation. In olden 
days, when politics waxed warmer than today, it used 
to be said that “as Maine goes, so goes the country.” 
sut of late years the average man has given more at- 
tention to business than politics, and the saying today 
is “as the prices of foodstuffs go, so go prices on other 
things.” It is not to be wondered at then that the big 
hardware fellows are beginning to sit up and take 
notice. 

One local interest says that it is all right for the 
average hardware man to want to get aboard at the 
low prices. But he also says that the average fellow 
always waits too long to accomplish this feat. Usu- 
ally he overstays, and then for the following three 
months or so breaks his neck to get goods, and naturally 
takes so many years off his life by worry. He makes 
a very good point when he says that the business man 
today must remember that his prosperity is founded 
on the quality of service. The average person coming 
into a store today wants to buy. Price is of secondary 
importance. If the store does not have what the cus- 
tomer wants, the man or woman will go elsewhere and 
a customer is lost. For that reason this hardware 
house, which never tries to force goods on the re- 
tailer, is instructing its salesmen to advise the retail 
dealer to buy more freely. It is admitted, however, 
that to date comparatively little success along these 
lines has been gained. 

As a matter of fact, those shelf hardware jobbers 
who have been doing remarkably well right along for 
the first time in months report some falling off in 
business. As compared with last February, business 
today shows up well, but it must be remembered that 
a year ago we were having heatless days and lightless 
nights. As compared with February, 1917, business 
today shows a decrease, not much of a one to be sure. 
The rank and file of retail dealers visited since last 
reports say they have made a good clean-up on their 
odds and ends, and for the time being they are con- 
tent to let matters simmer. February usually is a 
poor month for collections, but this year is an excep- 
tion. The jobber takes it for granted, therefore, that 
the average retail concern has made a lot of money 
during the past two years. But the New England re- 
tailer is having considerable trouble in getting rid of 
certain winter goods. For instance, way down in Maine, 
where snow drifts are supposed to be over the tops of 
fences in February, dust is blowing. Naturally the 
Maine retail dealer is having more or less difficulty in 
convincing his customers it is time to buy a sled or an 
oil heater. And sidewalk ice choppers are selling bunk, 
not only in Maine, but all over New England. 

The heavy hardware trade is enjoying a better busi- 
ness than anticipated. Business could be a whole lot 
better they admit, but there is enough doing to keep 
everybody occupied, and at the same time give an op- 
portunity to the heads of concerns to turn their at- 
tention to a lot of matters, such as overhauling of 
transportation, rearrangement of office forces and 
stock rooms, the repairing of floors, bins and shelves 
and other things that during the war had to slide. 
Prices on fundamentals like steel and iron hold up re- 
markably well, and there is less talk of lower prices 
here than in other sections of the country. 

Anvils.—The sales of anvils since last reports have 
been limited, yet prices, so far as can be learned, are 
just as firm as ever. 

We quote from jobbers’ stocks: Standard makes, 25c. 

Axes.—What little improvement was noted a week 
ago in the demand for axes seems to have disappeared. 
Not only is the demand quiet, but jobbers’ stocks ap- 
pear to be increasing, as receipts of new goods from 
the manufacturers have been steady. But manufac- 
turers and jobbers report no change in quotations, and 
some of them go so far as to anticipate firm values 
for several months at least. 

We quote from jobbers’ stocks: Single bit axes, $15 to $17 
a doz.; double bit axes, $19 to $21 a doz. 

Axle Grease.—Axle grease has sold moderately well 
since last reports, and the market is reported as firm. 

We quote from jobbers’ stocks: Snow Flake brand, 1 quart, 
$3.40; 2 quart, $6; 4 quart size, $10 per doz. 


per Ib. 


Barbed Wire.—A report that an export demand for 
barbed wire has appeared during the past week or ten 
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days has brought quite a number of “soundings” on 
market conditions to local jobbers, but little actual 
business. The jobbing trade, however, feels that busi- 
ness will improve later, inasmuch as the New England 
consuming public has been a long time without sup- 
plies, and sooner or later must enter the market. 


We quote from jobbers’ stocks: Barbed and plain twist 
pony reels, $5.85 per 100 Ib.; eight-rod reels, $5.25. Plair 
twist, $5.05 per 100 Ib Staples in whole casks, $5.85; i: 


broken casks, $7. 

Bolts and Nuts.—The demand for bolts and nuts is 
reported this week as moderately good. The jobbers 
say there is still a disposition on the part of most 
buyers to take as little as possible, but that the aggre 
gate sales for the week are entirely satisfactory, all 
things considered. Boston’s supply of bolts and nuts 
is considerably larger than it was on Jan. 1, but by 
no means normal, for the reason that the jobbers 
themselves are in no hurry to stock up to capacity. 


Machine bolts, C. T. & D. nuts, 4 x % and smaller, 25 and 
5 per cent discount; 4% x % and larger, 20 and 2% pe 
cent discount; with H. PB. nuts, 4 x % and smaller, 40 per 
cent discount: 44, x % and larger, 25 and 5 per cent dis 


count; common carriage bolts, 6 x % and smaller, 35 per cent 
discount; 6144, x % and larger, 20 and 5 per cent discount 
tap bolts, list plus 25 per cent; Kagle carriage bolts, 60 per 
cent discount; stove bolts, large quantities, 60 per cent dis 
count, small quantities, 50 per cent discount; bolt ends, 20 
per cent discount; tire bolts, 40 and 5 per cent discount 
semi-finished nuts, 9/16 and smaller, 60 per cent discount 


“3 and larger, 50 and 10 per cent discount; finished cas: 
hardened nuts, 50 per cent discount; H. P. square blank in 
full keg, list plus le. per 100 Ib.:; tapped, plus 1c.; hexagon 
blank, plus 1c.; tapped, plus 1lc.; C. P. C. & T. square blank 
plus a tapped, plus lc.; hexagon blank, plus 1le.; tapped 
plus le. 


Chain.—No variation in the heavy chain situation is 
recorded by local jobbers. According to advices here, 
the manufacturers are still sticking as close as pos- 
sible to the Government schedule of prices, which, ac- 
cording to Boston jobbers, makes it unprofitable to 
handle goods. Yet the feeling still persists locally 
that conditions will right themselves before a great 
while. 

Quotations on some of the small chains, such as 
brass and iron jack and safety for automobile usage, 
have been reduced about 10 per cent. The new price 
lists have brought about a slightly greater demand, yet 
there is still room for improvement. 


We quote proof coil, self-colored chain, in cask lots, from 


jobbers’ stocks: 3/16 in., $17.10; %4 in., -55; 5/16 in.. 
$13.55; % in., $13; 7/16 in., $13; % in., $13; %& in., $13 per 
100 lb. Quotations on B.B., twist link and long link chains 


furnished on application. 

Chisels.—There appears to have been a slowing up in 
the call for chisels since last reports. The market, 
however, is by no means at a standstill, and prices are 
on a very firm basis. 

We quote from jobbers’ 
$6.90 per dozen; No. 3% C., 

Coal Hods.—Coal hods have sold in small volume of 
late, the big demand for the winter season having 
spent itself some time ago. No change in prices is 
noted here. 


stocks: Chisels, socket, O. S. © 
$8.40 per dozen. 


We quote from jobbers’ stocks: Medium grade (wood 
handle), japanned, No. 15, $5.58 per doz.; No. 16, $5.95; No 
17, $6.23. Galvanized, No. 15, $8.48 per doz.; No. 16, $9.3 
No. 17, $10.13; No. 18, $11.05. 


Cooking Ware (Glass).—The jobbers say they are 
not getting glass cooking ware in desired quantities, 
and that the manufacturers are at least eight weeks 
behind on deliveries. Naturally, as is usual when sup- 
plies cannot be obtained, everybody appears to want 
this class of goods. 

We quote from jobbers’ stocks: Casseroles, round, 1-qt.. 
$18 per dozen; 11%4-qt., $21 per dozen; 2-qt., $24 per dozen 
Baking dishes, uncovered, 1-qt., $10.20 per dozen; 144-qt., $12 
per dozen; 2-qt., $14.40 per dozen. Pie plates, $9 to $12 per 
dozen. Cake dishes, $9 per dozen. Bread pans, $10.80 to $21 
per dozen. Small baking dishes, $1.80 to $3.60 per dozen 
Jobbers’ terms are 30 per cent off list. 

Copper Base Goods.—Copper base goods are not sell- 
ing well, apparently because of the unsettled condi- 
tion of the metal market. If we should believe all that 
we read in the financial papers the metal market has 
gone to pot, and yet the actual producers of copper 
do not appear greatly worried over the future. The 
representatives of our Copper Exporters’ Association 
are on the ground in London, and as soon as domestic 
labor mining matters are settled we undoubtedly will 
begin to get a lot of favorable copper dope. For that 
reason some of the manufacturers of copper base hard- 
ware goods suggest that it might be well for the jobber 
and retail dealer not to be caught shy of materials. 

Cutlery.—New lines of cutlery, generally speaking, 
are coming forward moderately well, but there are ex- 
ceptions. For instance, some of the makers of scis- 
sors still have a considerable volume of Government 
and export business to fill, and for that reason are 
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giving comparatively little attention to domestic wants. 
Then, too, some of the pocket knife manufacturers are 
reported as having more or less difficulty in getting 
desirable help, which naturally slows up the movement 
of their product to market. But inasmuch as the aver- 
age retail house is buying just as little cutlery as pos- 


sible, there is no pinch anywhere, fortunately. The 
market is, therefore, slowly and comfortably passing 
through the readjustment period. Everybody—the 


manufacturer, the jobber and the retailer—feels that 
in the end things will come out all right and that 
gnod money will be made in 1919 in handling this line 
of hardware. It is also felt in many quarters that 
when everybody makes up their minds it is time to 
buy cutlery freely, values are very likely to advance, 
because there will not be enough stock to go around. 

each; No. 10, $1.58; No. 9, 


Snips.—Trimmer, No. 12, 97e. 
Dental snips, No. 0, $9.80 


$1.72; No. 8, $1.95; No. 7, $2.45 
dozen; No. 1, $10.75 

Sctssors.—Heinisch 
(two sharp points), 3-in., $8.85 list per 
$ in... $9.50. Standard ‘ladies (one round and one 
point), 4-in., $9.50 list per dozen; 5-in., $10.10: 6-in., $11.40 
Pocket (two round points), 4-in., $8.85 list per dozen; 4%4-in., 
$9.20; 5-in., $9.50. Buttonhole, 4%-in., $11.40 list per dozen 
Manicure, 3%-in., $12.65 list per dozen. Nail, 34%4-in., $12.65 
list per dozen. 


standard embroidery 
dozen; %$4.-in., $9.20 
sharp 


and Wiss goods, 





SHEARS. — High- -grade japanned, 6-in., $8.60 per dozen; 
54-in., $9.20; T-in., $9.70; TY-in., $10.25; 8-in.. $10.80; 8% 
in., $11.35; 9-in. 513.45; 10-in. $16.70; ll-in., $18.85; 12-in.. 
$20.45: 13-in., § } Popular-priced goods (warranted), all 
sizes, $4 per dozen. Low-priced goods, all sizes, $ 





$2 per dozen. 


make, 6-in., $4 per 
1-in., $8 50; 12-in., 


standard 
9-in., $7; 


knives, 
8-in., $6; 


KNIVES. — Butcher 
dozen; T-in., $4.80; 
$11; 14-in., $14. 

PocKET KNives.—Standard make, $7 

Hair CutTtTers.—Popular kinds, 
each. Fancy cases cost more. 

Sarety Razors.—Gillette regular 
$16 to $27, less 25 per cent discount. 
$5. less 25 per cent discount. Gem, >1 
and $9 in less than dozen lots. Ever- 
dozen and $9 in less than dozen lots. 


50 to $9 per dozen. 


plain cases, 75c. and $1.50 





sets, $5; traveling sets, 
Auto-Strop regular sets, 
sets, $8.40 in dozen 
teady sets, $8.40 in 





Fencing.—There has been a slight downward read- 
justment in quotations on steel fencing, the demand for 
which is just beginning to show signs of life. Fencing 
is now quoted 40 per cent off the new list, with an ad- 
dition of 25c. per roll if in 10-rod rolls. 


Files —The market on files is virtually unchanged. 
The demand for goods is by no means brisk, yet sup- 
plies in retail and jobbing hands are not burdensome, 
and prices naturally hold -very steady. 

We quote from jobbers’ stocks: Nicholson, 40 and 10 per 
cent discount; Arcade, 50 and 5 per cent discount; Great 
Western, J. B. Smith and similar brands, 50 and pay per cent 
discount; X F (Swiss pattern), list plus 12% Chelsea 
hand-cut files, list; American machine-cut files, 20 and 5 per 
cent discount. 

Freezers.—The aggregate sales of ice cream freez- 
ers since last reports have shown a slight increase as 
compared with those for the previous week. But the 
market is a long way from active. Indications are, 
however, that business should open up well before 
many weeks pass. 


We quote frem jobbers’ stocks: White Mountain freezers, 
1-qt., $2.43; 2-qt., $3.03; 3- — $3.60; 4-qt., $4.23; 6- at., $5.37 ; 
&-qt.. $6. 93 ; 10-qt., $8.85; 12-at., $1 1125; 15-qt., $13 35: 20-qt.. 
$17.31; 25 -at., $22.20 each. 


Galvanized Bars.—Galvanized bars have 
ticularly well since Feb. 1, the difficulties 
average New England shipyard and the Government 
agents not having been adjusted as yet. But prices 
hold firm because local stocks are comparatively small 
and because there is just enough demand from other 
than shipyard sources to keep expectations high. 


We quote from jobbers’ stocks: Flat galvanized bars in 
stocks, 1 x \% in., 12 ft. long, $9.50 per 100 Ib.: 1 x 3/16 in. 
12 ft. long, bog 1 x % in., 16 ft. long, $8.80; 14% x % in., 16 
ft. long, $8.8 

Round galvanized bars in stock, ™% in., 
per 100 lb.; % in., 18 ft. long, $8.70; %4 in., 


Galvanized Goods.—Small lots of pails are continu- 
ally moving to and from jobbers’ hands, which serves 
to keep alive interest in galvanized goods. But the 
demand for sifters and other galvanized lines has 


not sold par- 
between the 


18 ft. 
18 ft. 


$8.80 
$8.60. 


long, 
long, 


fallen rather flat of late. We quote from jobbers’ 
stocks: 

PatILs.—Common galvanized pails, light finish, 8-qt., $3.70 
per dozen; 10-qt., $4.20: 12-qt., $4.60; 14-qt., $5.18. Common 
pails, heavy finish, 14-qt., 50 Ib. to the dozen, $8.70 per 
dozen: lighter weights, 14-qt., $6.75 


—Common round rim, No. 19, $3.50 per dozen 
without cover, $6.50 per dozen. tapid (all wire) 
without cover, $8 per dozen. Dover Safety No. 2, with cover, 
$21 per dozen. Rotary (Success), $39 per dozen. 

Hack Saws.—Hack saws continue to sell in moderate 
fashion, there being just about enough doing to kee 

; , s £ P 
things interesting. So far as can be learned, nobody 
is carrying very large stocks, which serves to keep 
the market in a healthy condition. 


SIFTERS, 
Favorite, 









We quote 
lots or 


stocks: Hack 


cent discount. 


from jobbers’ Saws, in one 


over, 15 per 

Heaters.—F rom some retail sources 
the trade this season has been “stuck” on oil heaters. 
Six months or so ago, when the war was on and the 
National Fuel Administration was indicating that it 
would be impossible for everybody to get all the coal 
they needed, the average New England retail dealer 
bought heavily on oil heaters, supposing of course the 
Fuel Administration knew what it was talking about. 
But Dame Nature fooled us all. Since Thanksgiving 
it has been an uphill fight to sell oil heaters, so many 
retail firms say. Being liberally supplied, they have, 
in some instances, decided it is better to reduce stock 
than carry goods over to next season, and we hear 
of instances where heaters that previously sold at $5.50 
to $5.75 each in a retail way today are offered at $4.25 

Horseshoes.—The recent reduction in local jobbing 
quotations on horseshoes has failed so far to improve 
the demand for stock. In certain instances jobbers feel 
that the present season will go on record as discour 
aging in many respects. But they admit that nobody 
is oversupplied, and that for this reason everybody 
handling this line of hardware will more than come 
out even. 

We quote from 
kegs, to dealers at 
chusetts and R hode 
cut trade, $7.50 per 

Hose. 


gzross 


it appears that 


jobbers’ stocks: Standard makes in 100-Ilb 
Maine, New Hamps hire, Vermont, Massa 
Island points, $7.75 per keg; to Connecti 
100-lb. keg. 

perhaps, a slightly better call for 
rarden hose, but not enough so to warrant anybody 
getting wildly enthusiastic. The manufacturers of 
the leading brands are said to be fast getting into 
shape, after working at capacity on Government or 
ders, so that they will be in fair condition to make 
deliveries within a comparatively short time. 

We quote 


There is, 





from jobbers’ stocks: Garden cotton hose, Merit 


54 in., 3c Rubber hose, Leader, ™% in., 11%e.; % in 
12%4c¢.; Good Luck, 5s in., 14%c.; Milo, 5 in., 15e.; Bulldog 
(seven ply), % in. 1I84%e Olympia (wire bound), % in., 


13%c. per foot. Add ‘xc. per foot if ordering in 25-ft 


lengths 

lron.—Everything considered, the sales of iron have 
been satisfactory since last reports. There is by no 
means a normal demand, but the jobbers themselves 
often express surprise at tne total weekly sales, which 
in a majority of cases compare very favorably with 
those for the corresponding time last year. Stocks 
here are fairly large, but not burdensome, and for that 





reason prices appear very steady. 

Hoop iron, $6 per 100 Ib. base; band iron, $5.55 base; best 
iron flats, rounds and squares, $6.50; H. & P. ovals, halt 
ovals, bevels and half rounds, best iron, $7.50; refined iron 
$5.55; common iron, 9/16 to 1% in. round and square, $4.80 
x 4 to 1x 4 in., $4.80; Norway iron, $20; with National! 


bar iron extras; broken bundles, add %c. per Ib. Quantity 
differentials charged on all iron under 2000 to 1000 Ib., 30 
per 100 Ib.; under 1000 Ib., 70c. per 100 Ib 

Landers, Frary & Clark Goods.—Landers, Frary & 
Clark of New Britain, Conn., makers of universal goods, 
electrical appliances and vacuum specialties, have is- 
sued a new Service Catalog, that is unique in its sim- 
plicity and clearness. In presenting the catalog they 
Say: 

“Our great lesson learned from the war was that it 
is possible to do a very large volume of business on re- 
duced assortment of goods. With this lesson in mind 
we are showing in this catalog only those items of our 
manufacture on which a volume of business is done 
and upon which the retail merchant can get prompt 
service from the jobbing source of supply.” Prices as 
contained in the new catalog are not noticeably changed. 

Lawn Mowers.—Sales of lawn mowers are few and 
far between, but as indicated before, the new season 
holds much in view, inasmuch as most retail concerns 
are said to be lightly supplied, that large numbers of 
shipworkers and munition makers who since last year 
have bought homes should be in the market for grass 
cutters, and because the manufacturers indicate that 
prices are very likely to remain steady for some time. 

We quote from jobbers’ stocks: Lawn mowers, 12-in., $4.65 
each; 14-in., $4.80; 16-in., $5; 18-in., $5.20 

Nails.—There has been a slight oti a pr in 
prices on wire nails if ordered direct from the factory, 
but otherwise, values are as heretofore. The demand 
for nails is moderately good, that for cut stock showing 
a slight improvement. 


We quote from jobber stocks: Wire nails, $4.50 to $4.75 
base: cut nails, $5.80 base Horseshoe nails, No. 5, $5.75 to 
$6.75: No. 6, $5.25 to $6; No. 7, $5 to $5.75; No. 8, $4.75 to 


i 10 and 11, $4.65 to $5.35. For less than 25 Ib 
of a size add 1c. per Ib. 

Papers.—Tarred, sheathing and building papers are 
moving in a small way at former prices. 

We quote from jobbers’ stocks: Best grades of sheathing 
paper, $85 a ton. Best grades of tarred paper, $66 a ton 


Pins.—Prices on some escutcheon pins have been 


Nos. 9, 


72 


revised, the reduction amounting perhaps to about 10 
per cent. 

Poultry Netting.—For the first time in many weeks 
the market for poultry netting is showing signs of 
life. To be sure the demand is very far from active, 
but it nevertheless is growing every day. The buy- 
ing, however, is confined largely to retail firms who 
happen to have storage space. 
square, 


poultry netting, 45 per 


discount, 


Galvanized hexagon, six 


cent discount, f.o.b. Pittsburgh, and 35 per cent 

f.o.b. Boston Pittsburgh freight to be added to invoices 
when rendered All orders taken to be for immediate ship- 
ment 


Rivets.—Conditions in the rivet market are un- 
changed. Business, which is fair, is confined largely 
to the manufacturers of boilers and similar work. Con- 
struction rivets are not wanted by a majority of usual 
consumers. Prices on every kind of a rivet, however, 
are firm. 

We quote from jobbers’ stocks: Norway 
cent discount; structural rivets, full kegs, 
100 Ib 


iron rivets, 40 per 
$6.10 base per 


Roofing Cement.—No improvement in the call for 
roofing cement is noted. Values hold steady. 

We qvote from jobbers’ stock 
containers, 7T4sc. per pound, in 
pound, 


Roofing cement in 5-lb 
244-lb. containers, Sc. per 


Rope.—The price on Manila rope has been advanced 
fe. a pound, to 29c. Sisal and tarred lath quotations 
remain unchanged. There is a big demand for rope, 
especially for small sizes such as used on yachts, from 
seaboard points, evidently in anticipation of a big 
spring business. 

We quote from jobbers’ stocks: Manila, 29c. per 
base; sisal, 23c.; tarred lath yarn, 20c. 


pound 


Sandpaper.—The demand for all kinds of sand and 
emery papers continues good. In fact this branch of the 
hardware business appears to be enjoying fully as 
much prosperity as any other. 


We quote from jobbers’ stocks: Best grade, No. 00.0, $7.50 
per ream; No. \%. $7.90; No. 1, $9; No. 1%, $10.50; No. 2, 
$12.15; No. 2%, $13.95; No. 3, $15.90; assorted $10.50, sub- 
ject to 30 and 10 per cent discount on full packages and 
30 per cent discount on broken packages 

Star grade, No. 00.0, $6.75; No. ™%, $7.20; No. 1, $8.10; 
No. 110, $9.15; No. 2, $10.35; No. 2%, $11.70; No. 3, $13; 
assorted, $9.50 per ream; subject to 30 and 10 per cent dis 
count on full packages and 380 per cent discount on broken 


ISmery cloth and paper still retain the old list and dis 


counts. 

Sash Cord.—No change in sash cord prices is re- 
corded, nor is the demand any better. 

We quote from jobbers’ stocl Spot cord No. 7, 98c. per 
Ib.; Nos. 8 to 12, 97c Phoenix No. 6, 70c. per Ib.; No. 7, 
68ce.; No 8 to 12, 67c. Silver Lake cord, 96c. per Ib. 


Sash Weights.—Sash weights have sold in a very 
small way since last reports, but inasmuch as _ busi- 


ness is always quiet at this time of the season, nobody 
is disappointed. Stocks, generally speaking, are small, 
and prices very steady. 
We quote from jobbers’ 
Rg ] Direct shipment 


from stock 
per Ib., f.o0.b 


stocks: Sash weights 
31 from foundry, 3c 
shipping point 

Screws.—Here and there a slightly better demand 
for screws is noted among the jobbers, but generally 
speaking, business continues of a hand-to-mouth order. 
The rank and file of retail dealers still persist in think- 
ing that a still further readjustment in values is com- 
ing, which, of course, explains their attitude toward 
purchases. 

We quote from jobbers’ 
and 20 per cent discount 


vec Ib 


stock Iron, bright flat head, 70 
Iron, blued, flat head, 70 and 20 


per cent discount, add 5 per cent; round, 65 and 20 per cent 
discount Iron, galvanized, flat head, 55 and 20 per cent dis 
count Iron, nickel plated, flat head, 57% and 20 per cent 
discount; round, 57% and 20 per cent discount Iron, brass 
plated, flat head, 55 per cent discount; round, 55 per cent 
discount Brass. bright, flat head, 42% and 20 per cent dis- 
count; round and oval, 40 and 20 per cent discount Coach 


screws, 49 per cent discount Iron machine screws, 50 per 


cent discount Cap screws, 40 per cent discount Set screws, 
45 per cent discount. 
Shoe Findings.—The shoe findings market is not 


generally considered active, yet sales compare very 
favorably with those of a year ago. Some of the 
country hardware dealers are beginning to nibble at 
stocks, especially strips. On the advice of the jobber 
they are plainly marking the price on each strip and 
putting it in stock in such a manner that the goods 
sell themselves. Those who have tried this method are 
pleased. Under the old system each piece of leather 
had to be taken from stock and weighed and the cost 
figured out. With the price plainly marked on the 


goods the salesman can busy himself with other cus- 
tomers while the person desiring to buy a strip can 
wait on himself and feel better satisfied. 

We quote from jobbers’ stocks: Taps, men’s light, $1 per 
dozen ; 


medium light, $1.65; medium heavy, $2.50; heavy 





Hardware Age 


$3.75. Women's light, 75c. per dozen; medium heavy, $1.35. 
Prices for boys’ taps correspond with those for women’s. 
_Strips—Hemlock (clean), 50 and 60c. per pound; branded, 
i5c,; oak heavy, medium and light, 65c. per pound. 

_Snaths.—Sales of snaths to date have been somewhat 
disappointing, according to the jobbers, but they admit 
their views are based on an abnormal hardware mar- 
ket last year. As compared with 1917, sales appear 
normal. 

Snaths, ash grass, $12 per dozen; cherry, $14.50; ash brush, 
$13.75 per dozen. A discount of 50c. per dozen is allowed on 
lots of 20 doz. or more. 

Springs.—Carriage and wagon springs continue to 
sell in a very small way, and there is nothing which 
indicates any improvement in market conditions. Pre- 
viously announced prices still hold. 

We quote from jobbers’ 
springs, 15c. per Ib. 


stocks: Wagon and carriage 

Steel_—Although hardly noticeable, there is a better 
demand for steel, which is encouraging to everybody 
concerned. The jobbers are still buying no more than 
they have to from the mills, and there has been a 
slight shading in local stocks since last reports. Prices 
apparently are as steady as they were last week. 

We quote soft steel bars from jobbers’ stocks: Flat bars. 
stock lengths, not wider than 6 in. or thicker than 1 in. per 
100 lb., $4 base; rounds and squares, 1% in. and under, $4 
base per 100 Ib. 

Angles and channels, tees, under 3 in., stock lengths, $4 
base per 100 Ib. 

Cold-rolled steel, rounds up to 1 
hexagons, list plus 10 per cent; 
Tire steel, 14% x % in. 
rower, $5. 

American calking steel, full bundles, $4.50 per 100 Ib. Toe 
ecalk steel, 6c. per Ib. base; broken bundles, 6%c. base. 

Hoop steel, $6 per 100 lb. base; band steel, $4.60. 

Spring steel, open hearth, 9c. per lb. base; better grades, 
13c. 


15/16 in. and squares and 
flats, list plus 15 per cent. 
and larger, $4.50; thinner and nar- 


Steel Goods.—Hoes, rakes, forks and the like are 
beginning to move out of jobbers’ hands in sufficient 
quantities to attract attention. Unquestionably the 
mild, open winter has brought about a demand earlier 
than usual. The jobbers say they are in a position to 
make fairly prompt deliveries on this class of goods. 

Tacks.—The tack situation remains unchanged. The 
buying from retail sources is of a hand-to-mouth order, 
and the jobbers are not taking on any more stock 
than they have to. The manufacturers’ ideas on prices 
have not changed of late. 

We quote from jobbers’ stocks: Tacks, $11.12 base per 100 
Ib. Add to base extras as per differentials list reported. 

Copper tacks, sizes % to 1% in. Extra charge is 
made for smali sizes. 

Twist Drills —The twist drill market is moving along 
in a comfortable fashion, the demand just about off- 
setting receipts of fresh goods from the manufactur- 
ers. Prices apparently are very firm. 

We quote from jobbers’ stocks: Carbon drills, sizes up to 
114 in. straight shank, 40 per cent discount sit stock drills, 
a cent discount. High-speed drills, prices on applica 
Washers.—Washers of all kinds, although not what 
might be termed active, are enjoying a moderate call, 
which serves to hold prices steady. Jobbers’ stocks are 
in fairly good shape, although here and there one finds 
a house that has been backward in replenishing its 
supplies. In such instances, however, opinion is that 
the market has about reached its low level, and it is 
safe to make repurchases. 

We quote from jobbers’ stocks: Cut 
kegs, list plus 2c. per lb. Smaller lots as follows: 100 to 199 
lb., 3c. per Ib. ; 50 to 99 Ib., 4c.; 25 to 49 Ib., 5c.; 10 to 24 Ib., 
fe.; 1 to 9 Ib., Te. per Ib.; malleable washers, 12c. per Ib.; 
cast washers, % in. and smaller, 6c. per Ib., and larger, 5c. 

Wire Cloth.—There has been a slight readjustment in 
local black wire cloth quotations with the advent of a 
better demand. 

We quote from jobbers’ stocks: Black wire cloth, 12 mesh, 


base, 55e. 


washers, in 200-Ib 





$2.40 per sq. ft., f.0.b. Boston. Black wire cloth, 12 mesh 
$2.30 per sq. ft., f.o.b. factory. Silver wire cloth, 12 mesh, 
$3.10, f.o.b 3oston, and $3.05 per sq. ft., f.o.b. Pittsburgh. 
Prices on bronze wire cloth are quoted on the same basis and 


under the same conditions as last season 

Wire Goods.—Since last reports the Boston jobbers 
have revised downward their quotations on hooks and 
other wire products, the decline being small and of lit- 
tle importance. 

Wire Screening.—Wire screening is moving in mod- 
erate amounts at former prices. 

We quote from jobbers’ stock 12 to 18 in., screening, $5 
per 100 sq. ft.; 18 to 24 in., $5. 24 to 48 in., $5.50. 

Zine.—A slight readjustment in prices on sheet zinc 
is recorded here. Since the change in prices, how- 
ever, the undertone of the market appears to be firmer, 
possibly because of the recent statements credited to 
authorities on the zinc requirements of the Government 
during 1919 and later. 




















February 20, 1919 


Minneapolis and St 


Paul, February 13, 1919. 


HE average dealer, road salesman and wholesaler, 

if asked any time during January, would have said 
that business was good but not so very satisfactory. 
Now that sales reports are beginning to be available, 
the results are really surprising on the average. One 
jobber’s salesman said his business went far and away 
over January, 1918, and that after complaining during 
the month that he seemed to make no progress. The 
ruling policy at present by all interested in buying is 
that of conservatism. The consumer shows this atti- 
tude very plainly in the amount and kind of goods he 
buys. The dealer expresses the same general convic- 
tions in the way he places his orders. Jobbers’ stocks 
are run as light as possible, but the jobber feels in 
many instances he had better take a loss than be 
‘aught without the goods when called on by the dealer. 
He is the banker, it might be said, to be called on in 
emergency, and does not want to be found completely 
out of stock. 

Hardware and automobile circles are all turning with 
interest to the two main conventions staged here for 
next week. The Minnesota Retail Hardware conven- 
tion is to be held in St. Paul, Feb. 18-21, inclusive, 
in the Auditorium Building, and the automobile show in 
the old Exposition Building in Minneapolis, Feb. 15 to 
22, inclusive. A number of other conventions are being 
held at the same time, and this week also, in the two 
cities, and trade shows the stimulus of the presence 
of those attending. 

Prices have held very steady the past week with 
few exceptions. Machine screws show a decided weak- 
ness. Oils and paint materials are fairly steady, al- 
though turpentine has fluctuated again. There is a 
general air of waiting the action of Congress on the 
1919 wheat crop situation, and a decision then will 
count for much in the business world. 


Axes.—Call is showing some decrease, but sales still 
hold up well. New stocks come through very slowly 
yet from the manufacturers. 

We quote from local jobbers’ stocks: Single bit base weight 
at $13.75 to $14.50 per dozen; double bit base weights 
to $19 per dozen. Sager handled single bit at $18.50 
per dozen; double bit at $23 per dozen Quaker City boys’ 
axes at $12 per dozen 





Ash Sifters.—Sales remain moderate, as the amount 
of cold weather we have had so far does not justify a 
purchase of much new equipment along this line. One 
man was heard to remark he had to run his furnace 
so low that coal was constantly shaking through, so 
he had to buy a sifter. This does not seem general, 
however. 

We quote from local jobbers’ stocks: Wood barrel ash sift- 
ers, $5.75 per doz.; round metallic ash sifters, $3.75 per doz. ; 
square wood ash sifters, $1.75 per doz Triumph rotary ash 
sifters, $3.90 each. 

Brads.—There are some sizes of brads apparently en- 
tirely off the local market. One dealer has called every 
dealer in his locality and every jobber in the two cities 
and finds no relief on these sizes. Orders placed with 
mills are having fair attention. Price is as last quoted. 


We quote from local jobbing stocks brads in 25-lb. boxes 
at 70 per cent. 
Bolts.—Retail sales show some improvement. Shop 


trade still takes a fair quantity, as work on farming 
implements and tractors is being pushed rapidly. This 
district enjoys the distinction of being the center of 
the greatest activity in the tractor line in the United 
States, and the industry is growing rapidly. 

We quote from local jobbers’ stocks: Small carriage bolts 
at 50 per cent to 35 per cent; large carriage bolts at 20 per 
cent to 20-5 per cent: small machine bolts, 30-10 per cent to 
40 per cent; large machine bolts at 25 per cent to 25-5 per 
cent. Lag screws at 30-10 per cent to 40 per cent; stove 
bolts, 50 per cent; tire bolts at 40-10 per cent 

Coal Hods.—Call still is rather light. Jobbers’ sales 
are slow, dealers evidently trying to clean up the line 
before warm weather. Prices show no change. 

We quote from local jobbers’ stocks: 17-in. japanned open 


coal hods, $6.50 per dozen; 18-in., $7.25 per dozen; 17-in. 
japanned funnel, $8.20 per dozen; 18-in., $9 per dozen; 17-in 
galvanized open, $10 per dozen; 18-in., $10.90 per dozen: 


17-in. galvanized funnel, $11.45 per dozen; 18-4n., $12.35 per 


dozen 

Door Mats.—Door mats continue to sell fairly well, 
with stocks in good condition with the jobbers. Re- 
tailers are running their stocks as low as possible. 

We quote from local jobbing stocks: No. 1 cocoa door mat 
$10.25 per doz.; No. 2 cocoa door mats, $14.25 per doz.: No. 3 
cocoa door mats, $18 per doz.; No. 4 cocoa door mats, $22.50 
per doz.; Keystone flexible mats, 40 per cent discount; Ideal 
mats, 35 per cent dis@eount. 


Drills.—Calls from shops and factories on drills are 


TWIN CITIES 






still continuing heavy. Retail sales are showing some 
improvement also. Prices are very steady, holding 
strong at former quotation. Mills are beginning to 
ship thru orders much more promptly than for a long 
time past. Back orders are beginning to be cleaned 
up very nicely. 

We quote from local jobbing Straight shank 
bon drills at 50-10 discount; bit stock, 50-10 discount 
shank, 50-10 discount. 

Eaves Trough, Conductor Pipes and Elbows.—While 
sales are light at the present time on this line of goods, 
some repair work is being done, and prospects are for 
a very good business along this line this year. The 
first part of the year, undoubtedly, will be for sales 
on repair work until building has gained sufficient head- 
way to demand this class of goods for new work. 


stocks: car- 


taper 


We quote from local jobbing stocks: Conductor pipes, crate 
lots, not nested, at 55 per cent discount ngle head eaves 
trough, 65 and 5 per cent in crate lots; elbow it 65 per cent 
discount 

Files.—The sale of files keeps up fairly well. There 


is some improvement also in the retail end of the 
line, while shops and factories continue to demand a 





very fair volume of business. Mills are slowly catch- 
ing up on back orders along this line also. 

We quote from local jobbers’ tock Nicholso file it 45 
per cent to 50 per cent Riversid it 0-5 per ¢ t toyval 
at 60 per cent, and Arcade at ) per ¢ t fron tandard 
licte 

Galvanized Ware.—While present retail and job- 


bing sales are for a small quantity along this line, the 


volume is running up into a very fair busine for 
this time of the year. Prices are holding steady at 
old quotations, with not much prospect of an early 


decline. Dealers are buying lightly, however, with the 


end in view of reducing their stocks to the lowest 
possible point and awaiting lower prices if they are 
coming. 

We quot from local jobber tom thre following list 
prices ill subject to 15 per cent discount S-qt. galv. pail 
$4.95 10-qt. galv. pails, $5.60; 1 qt Vv. pa $6.1 L4-q 
ralv. pails sH.90 l6-qt. galv. pail $8.< 16 qt. mop pails, 
$10.50 IS-qt. mop pails 12.20 'O-qt. mop pail $13.00 
No. 0 galv. tubs. $15: No. 1 galv. tubs 6: No galv. tub 
$158 No. 3 galv. tubs, $21; No. 1 heavy, $18; No. 2 heav 
$20; No. 3 heavy, $23 

Guns and Ammunition.—Sales continue to be very 


fair along this line. Call is good for small arms and 
for cartridges and shot gun shells. Dealers are placing 
their orders for future delivery subject to the jobbers’ 
guarantee against decline until Oct. 1. 

Glass Putty and Glaziers’ Points.—This has been a 
very good year along this line, although sales are 
somewhat lighter now than earlier in the season. Job- 
bers’ stocks in this locality have been in good shape 
all through the season, and are still sufficient to care 
for any demand. 


We quote from local jobbing*" stocks Single trength A 
grade glass, 40 inches and under, at 79 per cent: larger, 78 
per cent: double strength, 79 per cent from standard list. Zine 
glazier points at $1.25 per doz package zine coated glazier 
points at 55c. per doz. package Commercial bladder putty 
in barrels at from $4.05 per ewt. to $5 trictly pure bladder 
putty in barrels at $5.55 ver ewt 


Handles.—Factory conditions on handles have not 
been relieved very much as yet. Jobbers’ stocks are 
still very low, and retailers’ stocks are in no better 
condition. So far the factories have held out very 
little hope of catching up in the very near future on 





this line of goods. Prices are holding steady and 
strong. 

We quote from local jobber tock Single bit axe handles, 
Gold Seal, $5.50 per dozen. Red Seal, $3.75 per dozen. White 
Seal, $2.60 per dozen: broad axe handles slue Seal, $5.50 per 
dozen; wood choppers’ nail handles, $3.25 per dozen; I 
penters’ adze handles, extra, $3.75 per dozen: No. 1, 75 
per dozen; railroad adze handle extra, $3.7 per dozen; 
No 1 at $3.25 per dozen; sledge handle Daniel foone, 

$3.75 per dozen: 86-inch, $4 per dozer extra 30- 





dozen 36-inch, $3.50 per dozen; No. 1, 30- 
dozen: 36-inch, $2.75 per dozen: railroad piek 
$4.50 per dozen; No. 1, $4 per dozen; No 


75 per 


inch, $2.25 per 
or mattock, extra, 





2, $2.75 per dozen; Red Seal, $3.75 per dozen: adze eye ham- 
mer, Damel Boone, $1.75; Beauty, $1.25 per dozen; black 

smith hammer, Daniel Boone, 16-inch, $1.75 18-inch, $2 per 
dozen; Beauty, 16-inch, $1.25 per dozen; 18-inch, $1.30 per 
dozen; machinists’ hammer, Daniel Boone, 14-inch, $1.75 per 
dozen: 16-inch, $2 per dozen; 18-inch, $2 per dozen; Beauty, 
14-inch and 16-inch, $1.25 per dozen: 18-imch, $1.30 per dozen 


I)-handle shovel handles, spade handles, scoop handles, rake, 
fork and hoe handles, 30 per cent from standard lists 
Heaters.—Demand for heaters has dropped off con- 
siderably, due to the unusual mild winter which we 
are experiencing. The slight cold spvell of a week or 
so ago caused some flurry along this line, but sales 
have moderated again with the weather. 
nickel 
plated trim 


Japanned trim polished body oil heater, $4.25 each; 
trim polished . 


body, $4.75 each large size nickel 
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lots of less 
cent 


Perfection oil heaters in 


Japan body, $7 each; 
10 or over, 30 and 5 per 


than 10 at a time 30 per cent; 
discount 

Lanterns.—There has been no change in the price 
of lanterns, and sales are holding about normal. Both 
jobbers’ stocks and retailers’ stocks seem to be in good 
condition at the present time. 


We quote from local jobbing stocks: Tubular long globe 
lanterns at $11.50 per doz.; tubular short globe lanterns, 
$11.50 per doz tubular dash globe lanterns, $15 per doz. ; 
Dietz Delight short globe, $12 per doz.; Dietz Wizard short 
globe $11.35 per doz Dietz Victor short globe, $7.50 per 


$11.35 per doz Dietz No. 2 
Dietz Buckeye dash globe 


slizzard globe 
$17 per doz 


doz.; Dietz No 
Blizzard dash globe, 
$10.15 per doz. 
Mops.—The call for mops continues good, although 
most buyers are buying as lightly as possible, look- 
ing for lower prices. With the present unsettled con- 
dition of the cotton market, their attitude is conceded 
to be the correct one. 
Royal American mops, 
Priscilla mops, 46c. per 


We quote from local jobbing stocks: 
0c, per Ibo; O. G. mops, 65e. per Ib, 
Ib.; Iureka mops, 44¢c. per Ib 


Nails.—Nails are still moving slowly in a retail 
way. Jobbers are getting their stocks well rounded 
out, in fact, better than for many months past. Prices 


are holding steady and strong at last quotation. 


We quote from 
at $4.54 per keg base; 


local jobbing stocks: Standard wire nails 
coated wire nails at $4.44 per keg base. 

Nuts.—The call for nuts continues fairly good from 
shops and factories. Stocks are in fair condition, and 
prices are still holding steady at old quotation. 

We quote from iocal jobbing stocks: Square iron machine 
screw nuts at 25 per cent; hexagon iron machine screw nuts, 
25 per cent; brass machine screw nuts, 15 per cent; hot 
pressed square blank nuts at $1; hot pressed square tap nuts, 
80c.; hexagon blank nuts, 80c.; hexagon tap nuts, 60c¢., from 
standard list; hexagon semi-finished nuts, small size at 60 
per cent; 5% and larger, 55 per cent 

Paper.—There is an increasing amount of activity in 
the paper market, particularly as from jobber to dealer. 
Dealers are evidently rounding out their stocks with 
expectation of better sales in the near future. Prices 
are holding steady, showing very little fluctuation in 
any line. 
local jobbing stocks: No. 2 Barrett tarred 
Jarrett threaded felt, 500 sq. ft. rolls, at 
red rosin, 500 sq. ft., 85e. per roll; 30-Ib 


We quote from 
felt at $3 per cwt 
$1.54 per roll; 25-Ib 


red rosin, $1.02 per roll; 35-lb. red rosin, $1.19 per roll; 40-Ib 
red rosin, $1.36 per roll; deadening felt and carpet lining, 
$4.50 per cwt 

Poultry Netting.—Calls are beginning to increase 


for poultry netting, although sales are still light along 
this line. 
Poultry netting at 45 


We quote from local jobbing stocks: 


per cent discount from new list 

Registers.—The decline in price of some weeks ago 
has not seemed to have stimulated the sale of regis- 
ters to any great extent. It is rather late in the sea- 
son for any repair or alteration on heating plants and 
new work has not yet begun. 
Black japanned 
black japanned register 
60 per cent 


tocks regi 


We quote from local jobbing 
faces 


ters at 40 per cent discount ; 
up to 14 x 14, 40 per cent; larger registers, 

Rope.—Rope has recovered considerably, two separate 
advances having taken place in the last few weeks. The 
last advance is 2c, per lb., and price is holding strong 
at this quotation. 

We quote from local 
rope at 30c. per »; best 
cotton rope at 50c. per Ib 


jobbing 


stocks: Best grade manila 
grade 22 


sisal rope at 226 per Ib 


Rivets.—Sales continue to be fairly good along this 
line. Prices are holding very steady, with good ship- 
ment coming through from factory. 


jobbers’ stocks: Oval head iron rivet 


We quote from local 
copper rivets at net list 


it 30-10 per cent from list 
Sandpaper.—Shops and factories are using a fair 

quantity of this material, with retail sales showing 

some slight improvement. 

30 and 5 


We quote from local jobbing stocks: Sandpaper at 
10-10-5 


per cent from new standard list; garnet sandpaper at 
per cent from New List 

Sash Cord.—Dealers are buying very lightly of sash 
cord, owing to the unsettled condition of the cotton 
market. Retail sales are extremely light as yet. 

We quote from local jobbing stocks: Common sash cord at 
fie. to 70c. per lb. Silverlake sash cord at S8e. ta 92c. per Ib 
Samson spot cord at 90c. per Ib. base 


Sash Weights.—Retail call still continues light along 


this line, as little building is being done as yet. Foun- 
dries are in good condition to care for any call. Price 
shows no change. 

We quote from local jobbers’ stocks: Cast iron sash 


weights, regular sizes, $2.75 to $3 per cwt 





Hardware Age 


Screws.—There is no further change in screws since 
the reduction in price last week on machine screws. 
Stocks are in good condition, with additional shipments 
coming through rapidly from the factory. 

We quote from local jobbing stocks: Flat head bright 
screws, 671,-10 per cent; round head blued screws, 62% per 
cent; flat head brass screws, 40 per cent; round head brass 
screws, 37!, per cent; regular cap screws, 40 per cent; set 
iron machine screws, 65 per cent; bras 
machine screws, 40 per cent from standard list. 

Solder.—The call for solder is only fair, as factories 
have dropped off rapidly on the quantity used since 
war work has ceased. Prices still hold steady at old 
quotation. 

We quote from local jobbing stocks: Strictly half and halt 
solder at 46c. per Ib.; warranted half and half solder at 5 
per Ib.; wire solder at 52c. per Ib. 

Steel Sheets.—The market shows no change on steel! 
sheets. Stocks are beginning to be filled up bette 
than for several months past. Dealers, however, are 
buying very lightly, as their work is at a low point 
at the present time. 

We quote from local jobbing stocks: 28-ga. black sheets at 
$0.44 per cwt.; 28-ga. galvanized at $7.79 per cwt. 

Staples.—The call for staples continues light as yet, 
but prospects are for a good business later on. 

We quote from local jobbing stocks: Polished staples, $4.69 
per 100 Ilb.; galvanized staples, $5.29 per 100 lb 

Steel Game Traps.—The sale of traps has been some- 

I i 

what lighter this year owing to the unusual mild 
winter. There are fewer people who are taking up the 
trapping game. Those who are catching fur-bearing 
animals state that the fur seems to be shorter and 
lighter than usual, and for this reason it is not quite 
so desirable. Prices are still holding steady at old 
quotation. 


We quote 
$1.40 per doz 
11 


from local jobbing stocks: Victor No. 0 traps 
: Vietor No, 1 traps, $1.65 per doz.; Victor No 

» traps, $2.38 per doz.; Victor No. 2 traps, $3.46 per doz 
Newhouse No. 0 traps, $3.09 per doz.; Newhouse No. 1 traps 
$3.63 per doz.; Newhouse No. 1% traps, $5.44 per doz.; New 
house, No. 2 traps, $8.04 per doz, 

Tacks.—The call for tacks continues at a normal 
level, although sales are not very heavy. Jobbers’” 
stocks seem to be sufficient to care for any present 
demand. 











We quote from local jobbing stocks: Upholsterers’ tacks at 


list plus 10 per cent. 

Tin Ware.—Dealers are not trying to stock up on 
tin ware, holding their purchases at a low point to 
be ready for any change in the market. Although there 
was a reduction a few weeks ago, prices are still con- 
siderably higher than normal, and this acts as a re- 
tarding influence both in the case of the dealer and 
the consumer. 

Tinware at 10-5 per 


We quote from local jobbing stocks 


cent discount from list 

Tin Plates.—Stocks are slowly filling up in the job- 
bers’ warehouses, and dealers are buying as lightly as 
possible to care for their trade. There is little tin work 
being done at this time of the year, making sales light 
for this reason also. 

We quote from local jobbing 
coating 20 x 28 tin, at $21 per box; 
ing 20 x 28 tin, at $22 per box. 

Wire Cloth.—The sash and door factories are filling 
up their stocks somewhat on wire cloth, although sales 
are still light along this line. There are naturally prac- 
tically no retail sales at the present time. Prices re- 
main unchanged. 


stocks: 


Ideal 


Flour City IC, S-lb 
sright, 8-Ib. coat 


jobbing stocks: Black painted wire 


from local . | 
galvanized wire cloth, 


$2.15 per 100 sq. ft.; 
100 sq. ft. base. 


We quote 
cloth, 12 mesh, 
12 mesh, $2.75 pe 

Wire.—The number of inquiries for barbed wire 
seems to be increasing, although purchases are _ not 
being made very freely as yet. Smooth wire for con- 
crete forms has been sold to some slight extent, and 
without doubt will receive considerably heavier call 
within the next few weeks. The price still holds steady, 
with jobbers’ stocks in good condition. 

Black annealed wire 


local jobbing stocks: , 
wire at $4.95 per 


We quote from 
; fi galvanized annealed 


at $4.25 per 10060 Ib.; 





100 Ib painted Glidden cattle wire, 80-rod spools, TH per 
pool; galvanized Glidden cattle wire, 80-rod spools, $4.50 
per spool: painted Glidden hog wire, $4.02 per spool il- 


vanized Glidden hog wire, $4.60 per spool. 

Wire Goods.—The market on wire goods at the pres- 
ent time is very quiet. Few sales are being made 
either in the jobbing or retail way. Prices show no 
change. 

We quote from local jobbing stocks: Bright wire goods 
75 per cent discount; brass wire goods at 70-10 per cent from 
standard list. 


at 
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PITTSBURGH 


OFFICE OF HARDWARE AGE, 


Pittsburgh, Feb. 18, 1919. 


NE thing has been fully determined in the steel 
O trade, and that is that lower prices are absolutely 
necessary before there will be any interest in the mar- 
ket by consumers and jobbers as well. It is fully recog- 
nized that the whole steel market has been on an arti- 
ficial basis since Jan. 1, when the various price commit- 
tees at Washington, D. C., gave up all control of prices, 
and this was followed by a general cut in prices of $3 
on some steel products and $4 a ton on others. If the 
steel makers expected that these small reductions in 
prices would stimulate buying in the trade, they were 
sadly disappointed, as the amount of new buying in 
steel products since the first of the year has been very 
light, only in small lots to meet actual needs, and there 
are no signs of a general buying movement anywhere. 
The steel manufacturers are now commencing to realize 
that prices are too high, and here and there cutting is 
going on, and that is becoming more general. It is said 
that at present new orders do not represent more than 
20 per cent of the capacity of the mills, and it may 
be less. 

The greatest question that is now confronting the 
steel manufacturers is that of labor, and what is to be 
done, and how to go about getting labor down to a rea- 
sonable basis, is a question that is going to be mighty 
hard to solve. It is true that labor is high, getting the 
highest rate of pay ever known in the history of the 
trade, but it is just as true that the cost of living is 
proportionately high, and to make any heavy cuts in 
wages, until living costs are lower, is not likely to be 
done by employers, except in isolated cases. 

One hope is held out for better things in the steel 
trade, and that is the chances of the United States 
catching a heavy foreign trade, and just now these 
chances look pretty good. It is a fact that present costs 
of making steel in England, our chief competitor, are 
said to be 40 per cent higher than ours, and with fur- 
ther slight reductions in ocean freights it is believed 
that this country would very quickly build a very large 
foreign trade, and one that would allow domestic mills 
to run full, or nearly so. Already some fairly large 
sales of steel materials are being made for foreign ship- 
ment, one of these sales being 4000 tons of pig iron for 
export, and China is in the matket for 5000 tons of pig 
iron, with chances good for the business coming to this 
country. It is expected also that large sales of steel 
rails, billets and sheet bars will be closed soon for ex- 
port shipment. Once this country can build up a large 
foreign trade, it will serve to allow the mills to run full, 
and this means that the lowest operating costs will be 
secured. 

Just now the heaviest demand for finished steel prod- 
ucts is coming from the automobile builders, and this 
explains to some extent why the sheet and tin plate 
mills are running to nearly full capacity, but at the 
same time they have work ahead for only about six 
weeks. The Government is in the market for about 
16,000 tons of plates and shapes, and the Navy Depart- 
ment for about 20,000 kegs of wire nails. However, the 
general trade is buying only in small lots, and is not 
making contracts for forward delivery, believing that 
prices will be lower in the near future. Reports are 
voing that a general cut of either $4 or $6 per ton on 
finished steel products is to be made in the near future, 
but this is not official, and may not be true. In a gen- 
eral way, mills and other manufacturing plants in the 
Pittsburgh district are not running to more than about 
50 per cent of capacity, but it is very doubtful if even 
this low rate can be kept up very long, unless orders 
soon get better. As stated above, there is not likely to 
be any improveme.it in new orders until prices are mate- 
rially lower than they are now. 

Last week the Pennsylvania and Atlantic Seaboard 
Hardware Association held its eighteenth annual meet- 
ing in this city, and the hardware exhibit was held as 
usual in Motor Square Garden, also in this city. Both 
were very largely attended and highly satisfactory in 
every way to the delegates in attendance. Reports from 
the hardware merchants were to the effect that the 
volume of business was not as large as at this time last 
year, but the outlook for the spring and summer trade 
is fairly good. Prices on most lines of hardware are 
high, and consumers are buying goods only in such 
quantities as are needed for actual wants. 

There is no disposition to buy ahead, either on the 
part of jobber or retailer, and prices on some lines of 
goods are from 10 to 20 per cent lower, with the outlook 
that they will be still lower in the near future. Goods 
can be obtained fairly promptly from the manufac- 





turers, and in fact deliveries are now being made on 
goods bought away last fall, on which deliveries were 
held up on account of the heavy Government demand 
for war essentials, and that took Almost the entire 
output of many plants that under ordinary conditions 
sell about all they make to the jobbers. At present 
prices on goods are none too strong. and jobbers and re 

cailers will probably best serve their interest by placing 
orders cautiously until the situation as regards prices 
is more clearly defined than it is now. Retailers report 
the volume of new business as fairly good, but there is 
not the snap or vim to business that prevailed before 
the armistice was signed. 

Axes.—Jobbers and retailers report the demand oniy 
fair, being somewhat smaller than at this time last year 
Stocks are fairly complete, and deliveries by the manu 
facturers are better than for several years, due to the 
removal of the war demand. 


from stock as follow Single 
double bit axe PIT to FLY pre 


Jobbers are now quoting 
axes, $12 to $15 per dozen 
dozen. 

Chain.—The new demand is only fair and seems to 
be a good deal less than manufacturers would like to 
have it. There is a feeling on the part of the trade 
that probably prices on chain will be lower in the near 
future and jobbers and retailers are buying very cau 
tiously. There are no uniform prices on chain and we 
omit quotations. 


Nuts and Bolts.—Reports were current recently that 
the Government was in the market for one million bolts, 
all of one size, and that the order would likely be 
divided between two or three makers. It develops that 
this expected order was for 1,000,000 bolts 4% by 3 
inches in size, and intended for the Hog Island Ship 
building Yard, but it will not be placed, as the Gover: 
ment has decided to continue using heat-treated bolts 
The entire order will be furnished by an eastern con 
cern, having been placed with it some time ago. Makers 
report the new demand for nuts and bolts as very quiet, 
being only for small lots to cover actual needs. A meet 
ing of the institute of manufacturers of nuts, bolts 
and rivets was held in its rooms in the Oliver Building, 
Pittsburgh, on Wednesday, Feb. 19, at which matters 
relating to the nut and bolt trade and present conditions 
existing were fully discussed. There is some shading 
in prices, and this seems to be getting more general 
Discounts, which are not being formally observed, to 
the large jobbing trade, on which jobbers charge the 
usual advances to the small trade, are as follows: 


Machine bolts, h.p. nuts, % x 4 in.; maller and hor 
roll threads, 50-10 eut thread 0-5 per cent: larger and 
longer sizes, 40-10 per cent; machine bolts, c.p.c. and t. mut 
% x 4 in., smaller and shorter, 40-10 per cent; larger ane 
longer, 35-5 per cent: carriage bolts, *{ x 6 in., smaller 
shorter roll threads 0-5 per cent; cut threads, 40-10-5 per 
cent; larger and longer sizes, 40 per cent lag bolts, 50-10 ye 
cent; plow bolt Nos. 1, 2, 3, 50 per cent hot pressed nut 
square blank, 2.50c. per Ih.; hot pressed nuts, hexagon, blant 
2.30e. per Ib.; hot pressed nuts, square tapped. 2.30c. per 
hot pressed nut hexagon, tapped, 2.10c. per Ibo: e.p.e. ar 
square and hexagon nuts, blank, 2.25¢e. per Ibo; c.pe. and 
square and hexagon nuts, tapped, 2c. per Ib emi-finishes 
hexagon nuts, *. in. and larger, 60-10-10 per cent; 9/16 in 
and smaller, 70-5 per cent; stove bolts, 70-10 per cent tove 
bolts, 214 per cent extra for bulk: tire bolt 5O-1L0-5 ye 
cent; large rivet structural and ship, $4.40 bas@: boiler riv 
ets, $4.50 base: 7/16 x 6 in. smaller and shorter rivets, 50-1 
per cent. Also prices carry standard extra and are for 
delivery f.o0.b. Chicago 

Carriage bolts, small ize 10 per cent large, 20 and 
per cent Machine bolts, 40 and 10 per cent; large, 25 and 
per cent. tjolt ends, 25 and 5 per cent Lag serews, 40 per 
cent Large rivets, $5.50 base; 7/16 in. and smaller, 40 pe 
cent off list Nuts, square, tapped, $1.05 off list; hexagzor 
tapped, hot punched, S5c. off list 


Iron and Steel Bars.—The new demand is very quiet 
and none of the mills rolling iron and steel bars is 
operating to more than 50 to 60 per cent of capacity. 
Implement makers are not specifying very freely on the 
large contracts they placed for steel bars last fall for 


delivery in the first half of this year. Prices given 
below are largely nominal. 

We quote steel ba it THe. at mill in large lot 

We quote common merchant iron pe 100 Ib. at $3.25 for 
base sizes, bar iron made from all selected scrap, at $4 pe 
100 Ib. for base izes ind refined iron at $4.50 per 100 It 
for base size These prices ubiect to the extras for nt 
quantity, ete., as established by the American Iron and Ste 
Institute. 

Mechanics’ Tools.—Jobbers and retailers report the 


new demand for mechanies’ tools as only fair. The 
trade seems to feel that prices will be lower in the near 
future and are placing orders only for such quantities 
of tools as are needed to round out stocks and to meet 
current demand. 


Sheets.—The foreign inquiry for electrical and other 
grades 


of sheets 


is quite active, and recently several 
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large orders for electrical sheets were booked by domes- 
tic mills for shipment to France. Nearly all the de- 
mand at present for sheets is coming from the auto- 
mobile trade, which is buying quite heavily. Indepen- 
dent sheet mills are operating at 65 to 70 per cent of 
sapacity, and the American Sheet & Tin Plate Co. to 
about 75 per cent. Prices are quoted fairly steady, but 
there is still a feeling in the trade that a lower market 
on sheets may come before long. 

The new base price for No. 10 blue annealed sheets is 
3.90 while the base price for black sheets is 4.70c., and for 
galvanized sheets 6.05¢c., f.0.b. Pittsburgh or Youngstown 
mill Production of sheets is increasing, the leading interest 
now operating at about 70 per cent of capacity, while inde- 
pendent mills are doing even better than this There is a 
fairly good supply of Bessemer sheet bars and deliveries of 
Bessemer sheets can be had in from four to eight week 


Tin Plate——As yet none of the large users of tin 
plate, such as the can makers and others, have placed 
contracts for their supply of tin plate for first half of 
this year. All the large consumers carry very heavy 
stocks, and in addition a large amount of tin plate is 
still due them on contracts placed last year and on which 
shipment should have been completed in the second half 
of the year. The export inquiry was quite active and 
some foreign business is being placed. 

Prices to the large trade are given below, the usual 
advances to small buyers being charged. 


We quote tin plate in large lots at $7.35 base box, f.o.b 


CINCI 


OFFICER OF HARDWARE AGE, 
Cincinnati, Feb, 15, 1919 


T a meeting of the Cincinnati Sheet Metal Con- 
A tractors’ Association held at the oflice of the John 
Weigel Co., on the evening of February 13, it was de- 
cided to cooperate with the hardware dealers in Cin- 
cinnati in urging all members to attend the annual 
convention of the Ohio Hardware Association to be 
held at Columbus, February 18-21. Practically all mem- 
bers of the Cincinnati Sheet Metal Association are en- 
gaged in the hardware business. 

No general reductions have been made in_ prices 
lately, and it seems that manufacturers, jobbers and 
retailers are awaiting future developments. The uni- 
versal report from all is that while orders are quite 
numerous for practically all hardware goods, they are 
small, indicating that as far as possible business is 
now being conducted on a hand-to-mouth basis. 

Air Rifles—Retail merchants have very few rifles in 
stock. Business has been exceptionally good within 
the past three months. 

Jobbers quote ngle shot rifles at $10 per doz 500 shot, 
$12; 1000 shot, $19.75, and pump guns at $32 per doz 


Anvils—This branch of the business practically only 


interests merchants who cater to the country trade. , 


Both Newport and Covington, Ky., dealers have lately 
diposed of quite a number of small anvils. 

The wholesale quotation on SO and 100 Ib. anvil 
a lb 

Automobile Accessories—Sales of Tires are reported 
as being exceptionally good, and there is now no trouble 
in obtaining prompt shipments from the factories to 
fill all requirements. More attention has been paid to 
the handling of lubricating oils than heretofore. One 
suburban merchant reports the sale of quite a number 
of flashlights to automobile tourists. 

Axes—Business is quite dull and shows no signs of 
any improvement at an early date. 

Jobbers quote 34% and 4 Ib. axes at $19 per doz 

Babbitt Metal—The decline in the price of lead has 
not yet affected quotations, as tin is still holding its 
own. Business is quite dull. 

Jobbers quote Wing's babbitt metal at 28c. per Ib 

Bale Ties—Quite a number of orders for ties to be 
shipped in the spring season have been received, but 
as is the case with all hardware orders at the present 
time the amounts purchased by country merchants are 
below normal at this season of the year. 

Barb Wire—Much better reports are received from 
jobbers as to the demand from their customers, es 
pecially in the country districts. There seems to be a 
much better feeling all around and it is expected that 
business will open up at an early date. 

Jobbers quote 4-point hog wire in 80 rod reel it $5.17 
per reel and cattle wire at $4.80 per reel 

Carriage Bolts—Retail sales have fallen off consid- 
erably and as a consequence merchants are not order 
ing heavily from either manufacturers or jobbers. 


Hardware Age 


New prices on terne plate, effective Jan. 1, are as follows; 


BM — BORED. ccc cc cc ccrecccetecceravesssesoesneeees $14.50 
S-Ib SAA ee re a pees Re ¥02 8656S CEE POSES 14.80 
12-Ib ae Mg sin wae awn awk SRO Oe We ab ae rele oS concscee Bee 
b5-lb Ss eer BO 86 CRESS KBR EUCE REDS ORES RUC RES . 17.50 
20-1b Ey es ek de we One TOTETEP TCE TTT neewes 18.75 
25-lb Be ack et bse saab ale NEMO ae eee heen «ae 20.00 
30-Ib cot cua wiles ae eR Wis Core Whee cab ee ale eae 21.00 
b5-1b CAMEr Gala hops. Ga ee RE MALORNE ee eee ieee Hes are coe Bene 
10-i1 RIP e err ere ee ee a eee Er ee 20.00 


th 
All f.o.b. Pittsburgh. 

Wire Products.—On Wednesday, Feb. 19, bids were 
opened for the 20,000 kegs or more of wire nails wanted 
by the Navy Department to meet the needs of the differ- 
ent Government navy yards up to June 30. As yet it 
is not known whether the order will be placed. The 
general demand for wire nails is light, being only for 
small lots to meet current needs. Prices are none too 
firm, and there is more or less cutting being done in 
different sections of the country. Mill prices, which, 
however, are not being strictly held in carload lots and 
larger lots to jobbers, are as follows: 

Wire nails, $3.50 base per keg; galvanized, 1 in. and 
longer, including large-head barb roofing nails taking an 
advance over this price of $2, and shorter than 1 in., $2.50 
sright basic wire, $3.35 per 100 lb.; annealed fence wire, Nos 
6 to 9, $3.25; galvanized wire, $3.95; galvanized barb wire 
and fence staples, $4.35; painted barbed wire, $3.65; polished 
fence staples, $3.65; cement-coated nails, $3.40 base; these 
prices being subieect to the usual advances for the smaller 
trade, all f.o.b. Pittsburgh, freight added to point of delivery, 


terms 60 days net, less 2 per cent off for cash in 10 days 
Discounts on woven-wire fencing are 58 per cent off list for 
earload lots, 57 per cent for 1000-red lots, and 56 per cent off 


for small lot f.o.b. Vittsburgh 


NNATI 


The wholesale quotation on % x 6-in. and smaller is around 
fand 10 per cent off list; larger and longer, 20, 10 and 5 per 
cent oft 

Coasters—The heavy call for coasters has practically 
depleted all merchants’ stocks, but shipments are now 
being received fast enough to take care of the trade. 

Jobbers’ quotations are unchanged as follows: No. 1 
coaster, $3.70; No, 2, $4; No. 3, $4.50 and No, 4, $4.65 

Drills—Business in high speed steel drills is rather 
slow and at the present time manufacturers are quot- 
ing straight list prices to dealers without any discount 
whatever. The demand ‘for carbon drills is not very 
good and no change is anticipated in the situation 
within the very near future. 

Carbon drills are quoted at 40 and 10 per cent off list 

Galvanized Pails and Buckets.—While there has been 
no general change in quotations, an outside jobbing 
house has lately sold galvanized buckets in this terri- 
tory below quotations that were quoted two weeks ago. 
Retailers state that their sales are fairly satisfactory. 

Latest quotations are as follows: 10-qt. galvanized buckets, 
$3.50 per doz. ; 12-qt., $3.85, and 14-qt., $4.35. 

Granite Ware—Some improvement is noted, taking 
reports from merchants located both in the city and 
the suburbs. The domestic trade is especially good at 
the present time. 

Jobbers quote a discount of 25 and 10 per cent off list 

Files—This branch of the business is especially dull 
at the present time, because of the slack demand from 
the machine shops. No changes in quotations have 
been made. 

Black Diamond files are quoted at 50 per cent off list 

Finished Material—The ability of the sheet mills to 
make prompt deliveries encourages merchants who have 
sheet metal shops. The opening up of the labor market 
has also aided these merchants in a marked degree in 
filling all orders for down-spouting, gutter-pipe, etc 
Jobbers of small structural shapes, steel bars, etc., are 
getting very prompt shipments from the mills and in 
some cases these have been held up to avoid demurrage 
charges. 








Jobbers’ quotations are as follows: Steel bars, 3.92c.; 
steel bands, 4.53¢ structural shapes, 4.03¢c.; plates, 3/16-in 
and heavier, 4.23c.; blue annealed sheets, No. 8 to No. 16 


».18e. base; cold rolled shafting, 9 per cent plus list, and 
reinforcing concrete bars, 4.05144¢. per Ib. 

Horseshoes and Horseshoe Nails—Kentucky mer 
chants report an especially good business that is due 
largely to the mild winter, as the farmers come to town 
more frequently. 

The jobbers’ prices on horseshoes averages $6.50 per keg, 
containing 100 shoes. Leader horseshoe nails are quoted at 
a discount of 40 and 5 per cent off list 

Machine Bolts—-No changes have been made by job- 
bers, but the quotation given below is practically a 
nominal one. Business is very dull. 

Jobbers quote % x 4-in. and smaller at 40, 10 and 10 per 
cent off list 

Nails—A more optimistic view of the situation is 
takepv by jobbers, due to the large amount of orders that 
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Mill and Hardware Supplies 


The second and fourth issues of each month 
contain 7 other pages of hardware prices 





BARS—Crow— DRESSING—Belt— 
Steel Crowbare, 10 to 40 1b. .10¢ Jobbers’ Mfg. Company: 
Pinch Bars, 10 fo 40 Ib......10¢ Blue Ribbon, Stick, @ WM. s80¢ 


BEAMS—Scale— on 7owa ee 
Chatillon’s No. 1, 1. » gal.$3.00 
1 List Sept. 25, 1918 Liquid in gal. cans, #@ gal.$ 

200 800 400 600 1000 Ib. at =) Be S AND DRILL 


$3.00 $3.7 5 $4.90 $7. 10 $14.00 STOCK S— 
( ae 8 NO, 2. .ccccceees 25% Tu “Hg Rit Stock 50 
sa a ws tae pt. 25, 1918—16% % a all w ee 5% 
Sargent & Co Wire Gauge, Je »hbera’ and R. a 
List Sept. 25, 1918-—25% Bl amith 3 HY 
BELTING—LEATHER— Brace Drills for Wood... .45&5% 
From No. 1 Oak Tanned Butte. EMERY—Tuarkish— 
Belting, Ex. Hvy., 18 08....385% Out of market at } grecont time. 
Belting, Heavy, 16 o@....... 40% Domestic, ‘ : 10¢ 


Belting, Medium, 14% 08. ..45% 
Belting, Light, 18 o#........50% HAMME RS- AND 

















Becond Quality, Sides....... 55% SLEDG 
Second Quality, Shoulders... .60% es a eee 45% 
Out Leather Lacing, Strtetly Over 6 ib........ 45% 
Mo. 2 scvccvocescesese 3545 % 
Leather Lacing Stdes, per 1h OILERS— 
ft. Raw Hide, No. wo Steel, Copper Plated ee 60% 
sides 17 sq. ft. and over. -52¢ Chace, Braas and Copper. 10% 
Onder 17 aq. Ft. ncecsevees 40¢ Chace, Zine Plated “4 
Rubber— Katiruad, coppered ....-66. 30% 
r Vompetttion (Low Grade) .B0&10 % Ratlroad, brass .... 2045 % 
1 
eee BPR ee ee 40410 % PICKS AND MAT'FOC KK: s— 
Beat Grades ...ccccesevses 85% Waiteoud ay 
BLOCK S—Tackle— Contractors’ Picke 
Common wooden ....664.-. list net a 
PIU scrap ccrnnake cannes listnet ROPE— 
Drill— Eastern Retail Trade. Per Ib. 
’ la, § n, diam, and larger 
Athol Machine Co.: —_— ’ Bs ree pele : 4 20¢ 
Drill Blocks ..... ... List net Recoud Gvdds oo 88 
Bolts— Hardware Grade Zhi 
Carriage, Machine, &c.— Sisal, % in. dium, and larger 
Common Carriage (cut thread) : Higheat Grade 5 : 
6, and amaller Second Grade ° A 
Common Carrtuge (roiled thread). Sisal tte ay ‘ithe and Bale Re opes, 
G, and amaller 1¢ View 
Larger or longer.. d6u5°% Firat quality, 23%¢; second 
Phila., Eagle, $3.00 list. ie ieara 60% quality ; 20%¢ 
Bolt Ends, H. P. Nutsa......156% Staal, Tarred, Medium Lath 
Machine (ous thread): Yurn 
ind amalley 1 First quality .... 2n¢ 
Larger or longer... 25& Second ener ty cove 20¢ 
Cotton BR 
CHAIN—Proof Coll— Rest 5 wf in. and larver aT 
Amertcan Coil, Straight LAnk: VU uv /16 / J 1S¢ 
3/16, $18.00; 44, $15.00; 5/16, ( mon, fh/16 and larger. AGe 
$12.50; K $11.00; 7/16, Jute 
F1O.50; W%, FLO.25 \%, $9.75; No. 1 y-in, and up 18'%¢ 
‘ $0.50; % 2: ft tn ne, 2 in med up W7Me 
$u.00 No. 3, ‘4 -in. and up -16%¢ 
are received by them from day to day. It is true, as 


has been stated before, that these orders do not call 
for the usual amount of nails bought by retail mer 
chants, but the aggregate will almost bring busine 
up to records of previous years. This is somewhat of 
a surprise, because of light building conditions prevail 
ing at the present time, 

The jobbers quote wire nails at $4.10 per keg base and cut 
nails at $5.50 

Oil Stoves-——Business is slowing down, but there is 
some demand yet from the country districts. 


Perfection oil toves are sold to dealer it $5.50 Le 3 
i per cent discount 


Rope—Recently Manila rope prices have been changed 
so rapidly that merchants can hardly keep up with 
them. Our quotation two weeks ago was 22 4c. per lb., 
but the figure named to-day is 27c. It is stated that 
the reason for these fluctuations lately is that the Gov- 
ernment decided to retain a lot of rope contracted for, 
which was expected to be put back on the market. 

Rivets—Business is very dull indeed, as there is prac 
tically no demand from the cooperage trade. 

The discount named by jobber to-day i 10 per cent. off 
list 

/ Roofing—The demand for composition roofing from 
the country districts shows considerable improvement 
and there is no complaint made by manufacturers and 
jobbers concerning the amount of business now coming 
in. The city trade is rather slow. No further redue- 
tions have been made in prices since our last report. 


SAWS AND FRAMES— 
Hack— 


Saws, 6 to 14 tn. dno....... 25% 
Saws, Machine veers 
12 to 14 @&..... -- 10&10% 


Saw Frames— 


Iron, adj., per doz.... $3.75 

Slee adj., 8 to 12 tn., per doz 
$17 02 

Steel adj., stecl hdle., per doz., 
$8.11 


Adj. Ptatol-Grip, per doz.. .$17.80 


SCREWS— 

Comm h, ene and Jack— 
/ Cone Pot 10 
Coach, Gimlet Point “0 


Jack Screws— 
Standard Liat ... ° ‘ 25% 


Machine— 
Cut Thread, lron, 

Flat Head or Round Head. 50% 
ki ter Hl l iv 
Brass 
Fiat Head or Round Head. 20% 
Fi ter Head 20 

Rolled Thread lron, PF. R. or 


R <eees ae ccc 4% 
l r Head a 
Braas 
BP. Be OP BR Bicvicnavres noe 
Fillister Head 0 
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TRUCK oom eign &o. 


McKinney Mfg. Co. : , net 
No. 1, $21. aah No. 2, sis. ot 
No. 8, $15.50. 


W ASHERS—Cast— 


Over ,-inch, barrel lots, per 

100 1b P ‘ $8.00 
Iron or Steel 
Per 100 Ib 

Size bolt 5/16 ~ % 
Washers $13.40 12.50 11.40 

% 
11.20 11.10 

WRENCHES— 

Agrteultural 40% 
40% 


Alligator or Cre rwodile 
1 


b » | 
Stillson 
Genutn 


METALS— 


Straits 
Bar 


+ pattern 
e 


pig 


rin— 


Walworth StAllac on 


0% 
60-10% 


50410% 


TA@T5¢ 
S85 @ove 


Copper— 


Spelter and Sheet Zine— 


Western, spelter l0u@ile 
Set and Cap— Sheet Zine, No. 9 base, cast 
Set (Iron) .... ee 50 % tf - i 
Set (Steel) net advance over 

Iron eer ‘ 25% Lead— 
8q. Hd. Cap os vce e fO% 4 ' I% | ‘ o 
Her Had, Can cacete 4n% Thar Per tl 

Fillister Head ) i 

Wood Solder— 
% x &% guaranteed 4n¢ 
r 7 lror TOKLORTDO No. 1 il¢ 
I Haad, 1 HOAX LON TE Ketined B5¢ 
Flat Head, Brasa. ALY &20810% Prices of solder indicated by 
Round Head, Brass {KLOKTO priv brand vary according te 
Fiat Head, Bronze ST Wwk20Kx10% com poniti n 
Round Head, Bronze. 35&20K&10 % 
’ : Babbitt Metal— 
STOCKS, DIES AND > 
> Best grad per ID vve 
rars— 4 : 
Commercial grade, per lb 5ue 
Seta Au ewaneennees ence 
Hiand Tapa, ‘4 to 1 in.... 45° 
Hand Tapa, amailer than ', Antimony— 

in , wee ee 41% Asiati per ID 10@ile 
M. 8. Taper Taps, No. 2 ¢t 

12 in. inc 
Mu. 8. Taper Tape, larger , Aluminaum— 

No. 1 Aluminum (guaranteed over 
VO per t r in ingot 
TURNBUCKLES— eiatatear i aaa ow praeee Oe 
Nati val Mfg. Co. Screen Door " er Ih. 33.10¢ 
No. 105, Japn’d, per dozen $1.2 In 100 Ib, lots 3S @40¢ 
\ { i 1 
two-] y 
! l YW j 
‘ el it ‘ | L 
| felt ‘ i h 
I 

Sad Irons— There is practically no call for these ex 
cept in country district No changes in prices have 
been made and plain sad irons are quoted at 54%¢. a Ib 
and nickel plated at 6'%4e. , 

Shovels and Spades—The open weather has had con 
siderable to do with the call for both shovels and spades, 
but fortunately merchants are now able to fill all de 
mands made on them on account of better shipments 
from the manufacturing and jobbing house 

Jobbers quote hove te jew! 

Sleds—Never in the recollection of any hardware 
merchant here has there been such a mild winter, and 
as a consequence there is no demand for sleds large 


number were sold during t 
Wholesale quotatior ure 


per doz é7-in $15 ' 


Wood Screws—A further 


today wood crews are quoted by 


off list. There is very littl 
Woed Heaters— Busince 

as wholesale agd retail deal 

for this is the mild weather 


he holiday season 


discou 


e busit 
Is ata 
ers is Cc 


that ha 


4 
i 


nt has 


less from 


i” pe 
ANY 


been made, and 
jobber wt 


r cent 
ource, 


standstill both as far 
The cause 


oncerned, 


out the winter season up to the present time 


prevailed through- 








TRADE CONDITIONS IN 


Paints, Oils and Colors 








Office of HArkpDWarkeE AGE, 
Chicago, Feb. 15, 1919 
‘i paint market in general continues quiet, although 
there is considerable optimism expressed by both 
jobbers and retailers regarding spring business. Duting 











the past two weeks there has 
ment in the number of building permits iss 


cago, and it is understood 
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been a marked im 
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little in the way of municipal improvement work. 


ers generally agree that 
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was neglected last year on account of paint prices and 
the cost of application, and that much of this work will 
have to be done this year to avoid property deteriora- 
tion. 

Paint prices appear firm at this time, and there are 
no evidences of any cutting. Jobbers assert that no 
changes are to be expected until the expiration of the 
guarantee period, which is April 1. After that time 
there may be some declines, but no radical changes are 
expected. 

Linseed oil is more stable than for some time past, 
and the crushers do not hold out any hopes of lower 
prices. They admit that there will probably be an 
increase in flaxseed importations, but claim that the 
Muropean trade will take care of any surplus, as there 
is a shortage of linseed oil in practically all parts of 
Europe. 

Turpentine took a drop of 6c. per gallon in the local 
market two weeks ago, but has advanced “ec. since that 
time. Just now the market seems fairly stable. 

Denatured alcohol has gone down 7c. per gallon in 
the past two weeks and the market appears uncertain. 
[he demand is said to be below normal. 





Brushes.—Jobbers report brushes as coming in very 
slowly from the factories, many orders placed last 
summer being still unfilled. Retail stocks in general 
are very light, and practically all the new goods are 
fitted with black bristles. What few white stock 
brushes are in the hands of local jobbers are very high 
in price, and are confined to a few sizes. Manufac- 
turers say that no declines in brushes are to be expected 
for some time to come. 

Mixed Paints.—Sales of mixed paints are very slow 
at this time, but there is every evidence that they will 
increase materially in the spring. There is a general 
tendency on the part of retailers in this section to cut 
down the number of colors carried in stock. At a 
meeting of dealers recently it was freely advocated that 
only from 20 to 24 colors should be carried in the 
average retail stock. There is not much information 
available regarding containers, but dealers believe that 
manufacturers will furnish most of the sizes eliminated 
during the war. Most dealers interviewed believe that 
there will be lower prices on mixed paints after April 1, 
but none of them appear to expect material declines. 

We quote to retailers, f.o.b. Chicago, No. 1 house paint, $3 
per gal.; No. 2, $2.50 per gal.; No. 3, $1.80 per gal 

Linseed Oil.—The linseed oil market is fairly firm, 
with a demand slightly below normal. There is some 





Hardware Age 


talk of reduced prices, due to the importation of Ar- 
gentine seed, but the manufacturers say this will have 
little or no effect on the domestic market. They base 
their assertions on the grounds that Europe needs 
linseed oil, and that American seed buyers will encoun- 
ter much competition in the Argentine markets. 

We quote to retailers, f.o.b. Chicago: Strictly pure linseed 
oil, in barrels, raw, $1.66 per gal.; boiled, $1.68 per gal! 
Terms, 80 days net, or less le. per gal. if paid within ten 
days from date of invoice. 

Turpentine.—Following a recent decline of 6c. pei 
gallon on turpentine, the market reacted slightly and 
made a gain of Yc. per gallon. The demand is limited, 
and no exceptionally large sales have been reported. 

We quote to retailers, f.o.b. Chicago: Strictly pure turpe: 
tine, in barrels, 86144c. per gallon. 

Denatured Alcohol.—Denatured alcohol has taken a 
decline of 7c. per gallon, said to be due to the light 
demand. The winter has been a very open one, and 
very little alcohol has been used to prevent freezing 
of automobile radiators. Hardware dealers usually sell 
large quantities for this purpose. The market is not 
yet stable, and buyers are holding off with their pu: 
chases. 

We quote to retailers, f.o.b. Chicago: 180-deg. denatured 
alcohol, in barrels, 55c. per gal.; 5 and 10 gallon cans, 2% 
per gal. higher; 1 gal. cans, 25c. per gal. higher, which prices 
include containers Where sold in bulk, in less than barre! 
the price is 10c. per gallon more with extra charge for con 
tainers. 

White Lead.—White lead is selling in fair volume, 
although no heavy sales have been reported. The retail 
trade seems to be expecting further declines, but the 
makers do not hold out any promise of further price 
concessions. 

We quote to retailers, f.o.b. Chicago: 100 lb. kegs, per Ib 
13c. in quantity, single kegs, $13; 50-lb. kegs, per Ib., 134,c¢ 
in quantity; single kegs, $6.75; 25-lb. kegs, per Ib., 134% c¢. in 
quantity; single kegs, $3.45; 21%-lb. kegs, per Ib., 13 tc 
in quantity ; single kegs, $1.85 (500-lb. lots or more, 

Ib. less). 

Shellac.—White shellac has declined 10c. per gallon, 
while orange shellac has taken a 5c. advance. This 
makes the differential between the two colors only 15c. 
per gallon, whereas it has been ranging around 20c. 
The demand is quiet, but that is natural at this time 
of the year, and jobbers are not disturbed over the 
fact. Conditions governing the market are practically 
the same as for some weeks past. 

We quote to retailers, f.o.b. Chicago: Pure white shellac 
(4-lb. goods), in gallon cans, $3.25 per gal.; pure orange 
shellac (4-lb. goods), in gallon cans, $3.10 per gal. 
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Paint material prices as quoted in New York February 15, 1919 


Animal, Fish and Vege- Cobalt, Oxide ..7) 1) 1.60@ 1.65 
table Oils— Whiting i ” 100 
Commercial 1.25@ 
Linseed, Raw, Carload (rilder ; » 1D. S0@1.85 
lots : $1.45@ Ex. Gilders 1.35@1.50 


City, five-bbl Jot 


and over ‘ $1.48@ Patty, Commercial 
4yut-of-town,  five-bbl 
lots and over ..$1.454 ie 100 
toiled, Zé BW gal. advance on Pure. tubs $5 loa : 
Rtuw. In 1 Ib. to 5 M, tins. $4.70@6.10 
Guard, Prime Winter...2.10@ 
Extra No. 1 ..-L.25@ Spirits Turpentine— 
No. 1. ine 1.20a@ 
Cotton seed. Crude, vt gal ” 
f.o.b. mill 17%a In Machine bbls TO@MT1 
Yellow Summet 
Prime, bb! 21 @22 Gum Shellac— 
lallow, Acidless 1.15a@ yD 
Menhaden Diamond I nominal 
Northern Crude nominal Fine Orange On @G4 
Southern f.o.b. Fac A. (. Garnet 52 @53 
oe ee 90a Button 70 @i73 
Light Pressed 1.00@ Second Orange 57 DS 
Yellow Bleached 1.05a Kala Button nominal 
White Sleached 1 N 52! 8 
Winter .. 1.15@a Vv. 8.0 nominal 
Cocoanut Ceylon do 
nestic tanks er Ib a i 
Cochin lenmeenak spot nominal Colors in Oil— 
Domestic, bbl Wa 
Cod Domestic Prime nominal Black Lamp 
Newfoundland 1.304 Black, Coach, Japan 
Corn Refined, bbl 74a Black in oil 
Porpoise body nominal Drop Black 
Olive denatured 2.75@a Blue Chinese 
Neatsfoot Prime un Blue Prussian 
pressed 1.45 Blue, Ultramarine 
Palm, Lagos, spot per Ib. nominal Brown Vandyke 
Soya Bean Manchu French Ochre 
rian, spot, ™ wi4@ Green, Chrome, Pure 


Green, Paris 
Indian Red 

Venetian Red 
Barytes: Sienna, Burnt 


White. Foreiz: Umber, Raw 
ds i ; Umber. Burnt 


Miscellnaneous— 





} ton nominnl 

Domestic prim Chrome Yellow 
white floated 
f.o.b works } White and Red Lead, 
ton A 32.004 34.00 ae 

Of color, in bags Cents PM 
~ ton ; 22.00 @ 24.00 Lead, American White 

Chalk, English } ton nominal Dry V9a@aOY% 
French ton nominal In Oil White, less than 


China Clay, Imported. # ton18@25 500 Ib., per 
Domestic Se aches 15@ 24) 100 TD 13.00@ 





500° Ib. up to Blue, Ultramarine -12 @50 
2000 Ib., per Brown, Spanish, high 
100 Ib grades, per ton... .24.00@ 
2000 DH. up te Brown, Spanish, low 
10,000 Th. per grades ...-. ....16.00@ 
100 Th. $11.41 @ Carmine, No, 40, bulk. 5.50@6.00 
10,000 Ib. up to Green, Chrome, ordinary 
30.000 Ib., pe 


r 8 @15 
..$11.00 @ 


$11.70 @ 


100 Ib Green, Chrome, pure. .39 @45 
Carload mini- Metallic Paint, % ton, 

mum, 15 tons srown .. wee e se -24,00@32.00 

per 100 Ib... $1088 @ Red 24.00 @ 80.00 


Ochre, Medium } ton, 
20,.00@ 40.00 


Litharge. American, 
powdered Steel 


Kegs, per 100 American, Golden, } Tb., 
Ih. - $183.00 @ 5 @Mio 
500 ID, up te 2000 Foreign, Golden, ® ID., 
_ Sarr .--$11.70 @ 5 @i10 
2000 Th up to French ....nominal 
10,000 Ih $ii.41 @ Orange, Mineral English 
10,000 Th. up to nominal 
30,000) ID., per French . nominal 
100 bh $11.00 @ American 13% @14'; 
Carload, mininium Red, Indian 
15 tons $10.88 @ American # 100 1.16 @18 
Red, Tusean ; --22 @30 
Red, Venetian 100 h2Ywy@ & 
Zine, Dry— Rose Pink .... 19 @25 
F Sienna, Italian, burnt 
Red Seal (french proc.) and powdered ... T @15 
12 @12% Burnt lump . -. 4 @6 
Green SI. (French pese. ) va Italian Raw, pow 
P : 12% @12% GOTed: on rc ncsccces 6% @12 
White SI. (French Dr ) American, Raw ....24%@ 3 


4 
; : @1ny American Burnt and 
American Process. Powdered seescce aa 4 


5 p. ec. lead sulphate, Tale. French .. ‘ ...nominal 
9%4a@o%y% American.per ton $20,00@40.00 
10 p. ec. lead sulphate...8% @9 Italian +++» nomina 


ad sulphate. .9a@oy Terra Alba. 
35 p. c. lead sulphate. 84%@Q@&% 





Freneh 100 TD. nominal 
english PP 100 MH, nominal 
American, # 100 Mm. No. 1, 


Dry Colors— 1.25@ 
American, # 100 th. No, 2 
ack, Carbon Gus 1.00@ 
ack, Bone Umber, Turkey, Burnt 
Slack, Drop and Powdered . Y%y@ 7 
Mack, Lamp Raw and powdered 





nominal 
ack, Tyory 16 @30 Burnt, American 14@ 4 

Tineral Blacks, } ton taw lumps .... nominal 
35.00 @45.00 Raw : 2@ %) 


Blue, Celestial corde @25 Yellow, Chrome, Pure.27 @ 

Blue, Chinese 85 @95 Oxide Red, powdered, 

Blue, Prussian, Domestic, casks ... .. 3%@ 4 
85 @Oh Vermillion, Quick Silver, 

Blue, Prussian Foreign. ..nominal English . 1.60@1.70 

Blue, Soluble 9 @1,.00 Chinese oo ee Nominal 














February 20, 1919 


Dry Colors.—The market for dry colors is similar 
to that in other paint lines, very few heavy sales being 
recorded. here is seemingly nothing to indicate any 
lower prices, at least for some time, as it will be several 
months before European colors can be imported in 
quantity. Plaster of Paris has taken an advance of 
25c. per barrel on the local market. 

We quote to retailers, f.o.b. Chicago: English Venetian Red, 
in barrels, $2.50 to $4 per bbl.; gilders’ whiting, in barrels 
(barrels 50c. each), $2 to $2.75 per bbl plaster of paris 
New York, in barrels, $4.25 per bbl 


BOSTON 


Office of HAkbWakk Aut 
Boston, February 15, 191% 


tb question of the number and sizes of containers 
has been brought up before the paint manufac- 
turers, and it is understood the matter will be definitely 
settled some time in April. Local wholesale inter 
ests say it is a foregone conclusion that the manufac- 
turers will go back to the old schedule of containers 
existing before the war. They say that several of 
the manufacturers already have signified their inten- 
tion of doing so, and that some of them already are 
working on those sized cans that were discontinued 
as a war measure. But the question of colors is a 
different matter they say. Belief here is that the 
manufacturers are agreed that too many colors have 
been manufactured in the past and that those elim- 
inated by the Government during the war will not be 
revived, for a long time at least. 

It is also common talk here that there will be no 
immediate change in prices of mixed paints. And gen- 
eral belief is that any downward revision in prices, if 
it comes at all, will not be made until April, when the 
container question is settled. One or two of the big 
paint concerns say there has been a slight improve- 
ment in business since last reports owing to the spring- 
like weather. But the rank and file of houses report 
very small sales. They contend that everybody is 
still waiting for a reduction in prices, but it is pointed 
out that there is a certain danger in this holding off. 
The manufacturers are in a position to make fairly 
prompt deliveries, but if everybody waits until the 
last minute to make purchases, the paint makers will 
be unable to supply everybody’s wants at once. In 
that case there will be parties who will have to go 
without paint for several weeks. 

Dry Colors.—The dry color situation is unchanged 
so far as Boston is concerned. There are no big dry 
color houses in this city, all the buying being done 
through New York. The local paint trade, there- 
fore, is dependent largely on that city for reports on 
market conditions. 

Plaster of paris, $4 to $4.25 per bbl. ; whiting, 


garrel Lots 
commercial (bolted), 2c. Ib.; whiting, gilders, 24c. per Ib.; 


dry zine (American), 20c. Ib.; lamp black, bulk, Lb5e. Ib. ; 
lamp black in 1-Ib. packages, 19c.; raw and burnt umber, 5 
to 12c. Ib.; raw sienna, 15c. lb.; burnt sienna, $e. to lhe 
Princes’ metallic brown, 34c¢.; yellow ochre, 5!s¢ Venetian 
red, 2%c, Ib. 

Pound Lots—Paris green, in 1-Ib. packages, 55ce. Ibo: in 
14-Ib. packages, 56c. Ib.; 4-lb. packages, 57c. Ib.; ultraima 
rine blue, 24e¢. Ib. 

Glue.—The local glue market continues dull and 
without special feature. No change in prices is _ re- 
corded, but the paint trade is of the opinion that 
values will have to be lowered to stimulate business. 
plate, 35c. Ib. ; 


Glue, ground, 16c. Ib. ; bonnet, 45e. Ib 


Lead.—Since last reports there has been a further 


drop in the price of pig lead, from 5'c. to 5c. a pound, 
which has caused more or less mental speculation lo- 
cally as to the future course of the white lead market. 
It will be recalled that the paint trade recently set 
tled on the price of white lead to extend to a certain 
period. But in some quarters it is generally believed 
that the paint consuming trade will not buy white 
lead if the pig lead market continues to display weak- 
ness, inasmuch as everybody will be looking for lower 
prices. In such a case the guarantee by the paint 
trade would not really mean anything, for a dealer 
might sell white lead at reduced prices and make up 
the difference in the guaranteed price in some other 
way. 


The War Tax and Corporations 
(Continued from page 50) 


In order to protect the small corporations there 
is a limitation of the war excess profits which pro- 
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vides that the war excess profits tax shall not exceed 
30 per cent of the net income in excess of $3,000, 
and no greater than $20,000, plus 80 per cent of the 
amount of net income in excess of $20,000. This, 
however, is not intended to increase the tax in any 
case as figured under the War Profits or Excess 
Profits methods. In the above case, if applied, this 
method would show the following tax: 


Income Tan 
exempted income $3,000 Noue 
Taxable at 30 per cent 17.000 $5,100 
Taxable at SO per cent SU.000 64.000 

Net income $100,000 
AMOUNT orf TAX seo TOO 


Since the application of this clause results in a 
higher tax than shown by the war excess profits tax, 
this limitation does not apply here. It is only where 
the taxes calculated under this limitation clause 
are lower than the war excess profits tax that this 
tax will apply and be used instead of the war excess 
profits tax. 

Special provisions are made for the calculation 
of war excess profits taxes of corporations which 
were not in existence during the pre-war period, or 
where the profits during such pre-war period were 
less than 10 per cent of the invested capital. 

Some of the noteworthy features of this law dis- 
cussed in our previous article on individuals and 
partnerships apply also to corporations. Some of 
these are deduction of losses sustained in one year 
and applied against the profits of another year, 
refund of taxes, revaluation of inventories, etc. 
There are a number of other special features which 
it is impossible to discuss at this time for lack of 
space, but which will be covered in succeeding 
articles. 

Good Bookkeeping Pays 


he is evident that those corporations which did not 
keep proper books of account for the years 1911, 
1912 and 1913 (the pre-war period) will be very 
much handicapped so far as this pending law is con- 
cerned, and it would be advisable in a great many 
cases to have the records of such years examined 
with a view to determining the exact income for 
such years. This is essential, in order that the 
taxpayer may be fully credited for such earnings, 
which are allowed without regard to the rate of 
earnings on invested capital. It will be remembered 
that in 1917 the maximum allowance was only 9 
per cent. The actual earnings are allowed this year, 
no matter how high the rate. The proposed tax 
measure accrues to the advantage of -those taxpay- 
ers whose accounts are in such shape as to enable 
the taxable income to be accurately determined. 


Increasing Poultry Supply Sales 
(Continued from page 51) 


We closed our season of selling incubators with 
a very good record, besides disposing of eight thou- 
sand chicks. 

In addition we also sold three carloads of poultry 
feed, which caused considerable comment among 
the trade, who said a hardware store couldn’t sell 
the line. It brought customers into the store over 
and over all summer. 

_ While selling the chicks the total number dis- 
played in our front window at one time was twenty- 
five hundred chicks. 

This season we have purchased more incubators 
than we sold last year, and expect to use the same 
methods as we followed during the last season. 





Publicity for the Retailer 





Clearance Sales and Store Papers—Kitchen Cabinets and Builders’ Hardware 
—On the Firing Line with Hardware Men from Five States 


By BURT 


In Which Something /s Started 
No. 1 (2 cols. w 4 in.) 


EORGE HOWARD up in Mt. Vernon, N. Y., 
(5 has a penchant for grabbing off large slices 

of thought and sandwiching them in_ be- 
tween the column rules of the newspaper. And 
that’s what makes publicity pay, boys. Words, 
however cleverly spilled over the virgin sheet 
don’t amount to a tinker’s darn unless they are 
surcharged with that mysterious element of the 
mind, directing thought. 

When you set out to write an ad, don’t think 
of the job as a writing job. If you do, you will 
trail out of the end of your pencil a lot of spine- 
less jabbering that wouldn’t impress a 10-year 
old schoolboy. Just grab the pencil and put on 
the paper some of those things you said to your 
last customer, some of the things you know ought 
to be done in your town, some of the ideas that 


buzz around in your head, some of the sparks, 


generated by contact with your fellow men. That’s 
the kind of stuff that knocks ’em over. Even 
when a fellow is buying a gas buggy he stops to 


share a joke or talk politics with the salesman. 


People don’t take life half so seriously as you 


l Waking "em up 








— 
Start Something 


The Rest and Surest Way to 


Develop Mt. Vernon 


In to Get Into the Bullding Game Before the Other Fellow 


While he {s struggling inthe grip of his High Price Nightmare, 
make the Firat Move and you will have the profits before his eyes are 
half open 


Bring in Your Plans 


and let us show you how to make zeal money 


Mr. Builder--It’s Up to You 


ards, 





Ow VaAPFAS, 























J. PARIS 


might think and they want a little sugar coating 
on the sales bill. 

That brings us to this ad of Howard’s. This 
is just the kind of an ad needed in most every 
city. People need to be awakened from the “high 


2— Squeezing out unnecessary verbiage 


> aii iii alii lati » | 


of the 
Kitchen 









Aloosier Beauty Comes with | 
Hinged Doors or Roll Doors 
The HOOSIER not only saves women hours of time and 
miles of steps, but keeps the kitchen orderly at all times 
All supplies and utensils have their proper place in the 
HTOOSTER. When a woman has finished preparing the 
meal, it’s the work of a very few minutes to put everything 
AWAY 
The HOOSIER saves walking to and fro, bending, 
stooping and standing for long hours 
Prices are moderate—Terms are easy 


PHONE 63 
“AT YOUR SERVICE” 


~~~ 
Buchanan ordwore 
mone mot SPRINGSELNY. 


POOOSOSOOSOOS OSSD OSHS OOOOOOOOD 
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price nightmare,” and this talk of Howard’s is one 
way to break the spell of lethargy which is put- 
ting the building game and the builders’ hard- 
ware business on the blink. George piped this 
stave for everybody in general and George Howard 
in particular. Through its appeal more money 
will start cireulating, more jobs will be created 
for returning soldiers and George will sell more 
builders’ hardware and everybody will be happy. 


Reading matter continues on page 82 
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000000088 
This Booklet Will Show YOUR Men Behind the Counters How to Sell MORE! 


HE object of this booklet, we are frank to admit, 
is to sell more Stanley Garage Hardware. 


Weve put in interesting straightforward language 
the situations which confront the builder and garage 
owner and by reading this entertaining pamphlet your 


f 
salesmen are splendidly prepared to recommend 
quickly and correctly the desirable and advantageous 
equipment for any and all possible conditions. 
The more your men know about their goods the 
4 better salesmen they are and the more sales they 


make. 


“The Man Behind The Counter” is reading mat- 
ter that will speed up business! 


THE STANLEY WORKS 


New Britain, Conn., U. S. A. 
New York Chicago 
100 Lafayette Street 73 East Lake Street 
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Go and do likewise, stir up building operations 
in YOUR town—start something. 


Multum in Parvo 
No. 2 (2 cols. x 6 in.) 

OHN A LOSEE sent us this ad. John directs 

the activities of that hustling hardware shop, 
the Buchanan Hardware Company, Richfield 
Springs, N. Y. 

We once read a page ad in the magazine about 
the Hoosier kitchen cabinet, but the fellow who 
wrote it didn’t tell the story as quickly and as 
briefly as is here accomplished in this 6-incher. 

Any married man whose wife has chased him 
out of the kitchen about meal time will take a 
second look at this ad and realize that he is face 
to face with the antidote for pre- and post-prandial 
woes. 


The ‘‘Hustler”™ 


No. 3 (6 x 9 in.) 


Hustles Hardware 


| O you know Chas. A. Campbell? He’s the 
man who put Clearwater, Fla., on the map. 
The full explanation is given on this page of the 
“Hardware Hustler,” the store paper of the White- 
3—Here’s the paper that “hustles” hardware 


—— — ——»—— 


HARDWARE. HUSTLER 


A Pap 











wanrean LL HARDWARE COMPANY 
learwater, Florida 


will 


Chas, A. Campbell, Editor 


HUSTLER BIG AD FOR CLEARWATER 





OC 


We want you to try and 
test the O-Cedar Polish 
Mop at our risk. Clean 
and Polish every floor in 
your house as a test; if it 
is not satisfactory in every 
respect, and if it does not 
prove its own worth to 
you, we will refund your 
money without a question 


WHITESELL HARDWARE CO 











CLEARWATER BEACH 
UNDER NEW MANAGEMENT 


e Beach with a 
that this fam 


nter as well a 











M Hazel Ca the n DD r 
ng a er I t ( 
that she t at Wh 
Cc 
AF 
r ne Mur ‘- r 
} J es ; ham, D> 
flere Fo 6 -_ 
the co Jca b I o - 
f Clearwater, | I ad Clea oe ais 
t and tha t 


KEEN KUTTER PRUNING SHEARS 


Are =e best to buy because they are 
made of the best metal and are guaran 
teed by the factory and ourselve 


e | r WHITESELL HARDWARE CO 





sell Hardware Company, of which Mr. Campbell is 
editor. 

Mr. Campbell wants to know what we think of 
his paper and incidentally states (take note, please) 
that his firm is well pleased with the results ob- 
tained from “Hustler” and that they consider it 
one of their big assets. The hardware store paper 
is our own particular infant and we never pass 
up a chance to tell you what a big idea it is and 
nine times out of ten we let the fellow who is 
paying the bills tell you how good it is. So put 
down Mr. Campbell’s testimony before you forget 
it. Some of these days we'll get YOU started 
publishing a store paper. 


Hardware Age 


The “Hustler” compares favorably with other 
papers we receive. It should have a running title 
on every page and folio. It won’t look so much 
like a circular if this is done. The most attractive 
papers we receive are a bit wider than the “Hust- 
ler” and set in three columns, 12 or 13 ems in 
width. No use talking, the three column make-up 
is great for the store paper. This paper has 8 
pages. By using the three-column make-up and 
making the paper in the proportion of 9x12 
inches in size, the issue could be limited to four 
pages which would save binding or enlarged to & 
pages which make it past improvement as regards 
make-up. We like the display ads. Most of them 
have a rule border like the O-Cedar ad which per- 
mits plenty of inside margin so essential to fine 
display. We like the local flavor and the local 
notes and in this respect we see little room for 
improvement. We criticize one thing, however, 
and that is the use of too many display ads. 
Take some of these small display ads and make 
them over into reading notices. This gives your 
pages more of a newsy look. However, the fact 
remains that the “Hustler” is an enterprising 
store paper and that it is very effective just as 
it is. 

Spot Cash Talk 
No. 4 (9% in. w 15 in.) 

OME few weeks ago we advised an “after-the 

war” sale and several merchants took a fall 
out of us for talking that way when there was no 
indication of a lowering of wholesale prices. 
We're still ready to go to the bat with our idea 
and we notice that our counsel is being heeded in 
different parts of the country. 

Take this ad sent us by R. W. 
Texas, for example. There’s more than one way 
to skin a cat and just notice Mr. Harris’ way. 
Is this sale going to make the Harris store popu- 
lar? You said a mouthful—the public is going 
to be thankful for favors received at this time and 
later on merchants like Harris will be glad they 
let the people in on a good thing. 

Mr. Harris says we told him to have a good 
reason for every sale and he wants to know if his 
opening talk is a good reason. None better, say 
we. Notice how he links local business conditions 
with this sale and also notice the importance of 
the items featured—a price range of $3.75 to 
$152.50. And to conclude our remarks, don’t you 
like the sound of those beatific words, “SPOT 
CASH,” 


Harris, Cumby, 


Publicity Chat 
ra ST received a batch of Christmas ads from 
T. Nock of Nock & Kirby, Ltd., Sydney, 
‘eae Every one was well put up and we 
can understand how well they paid. Mr. Nock 
cusses out the Australian newspaper compositors 
and from his experiences in getting ads set up, it 
must be a tough place for an adman. Mr. Nock 
makes a very interesting point. He increased his 
space 50 per cent and he had a corresponding in- 
crease in the number of customers calling at the 
store and in total sales which is food for thought, 
to say the least. 


Stich — ‘*Publicity for Retailer’’ 
(;* LORGE I. STICH, 
the the paper 
vania Hardware & 
sent us a nice letter 
over his paper. 
sue as yet, 


editor of Penn Ware News, 
published by the Pennsyl- 
aint Co., Pittsburgh, Pa., 
in which he asks us to look 
Haven’t received the January is- 
George. As soon as we do, we'll let 


Reading matter continues on page 84 
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“A Lady or Child Can Easily Tl 


Slide My Garage Doors” 


says Albert J. 
Hoehn, Aurora, 
Il., who has 
his 
equipped with 


| Mn 
| 


garage 


Interior of Mr. Hoehn’s doorways, showing “Slidetite’’ hardware wit 
special offset hinges which swing doors clear of doorway opening 
Nh) 
“ny 4” y e Uni 
Y y 
“ml “lal” z 


PATENTED 


Garage Door Hardware 


“The doors slide and fold tight into the door 
frame, can't sag and can't swing, against a mov- 
ing automobile. They give perfect satisfaction.” 


| m 
| =< 7 
me . - 
——— ys i ¢ 
- 


“Slidetite’” hard- 


ware is made in 








sets for any garage, 
public or private. 
Write for par- 
ticular informa- 


furnished 


without obligation. 





tion 


ior of Mr. Hoehn’s garag 
opening 


Richard sWilcoxManuta 


SAN FRANCISCO 

LOS ANGELES 
NEW YORK 
CHICAGO 


} do 


cturing (0 


AurorA,Iuuimois, U.S.A. henge 


Richards-Wilcox Canadian Co,Ltd..London,Ont. pan 
“A hanger for any door that slides” 
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you know what we think of it. Mr. Stich says, 
“We read ‘Publicity for the Retailer’ regularly and 
derive a great deal of benefit from it. We believe 
your work in the HARDWARE AGE has helped deal- 
ers all over the country in their publicity and 


4—Putting it over for 


1890 


Hardware Age 


feel that any help you can give will be of a last- 
ing benefit to us.” Glad you spoke your mind, 
George—better a little appreciation while we live 
than a carriage full of flowers when we turn up 
our toes. 


“spot cash” 


1919 





— HARRIS’ 


JANUARY CLEARING 


eee SA LE we ee 


When we made our contracts last year with the large manufacturers and jobbers, the world war was in full blast. 
It was becoming inereasingly difficult to obtain goods unless one made rontracts far in advance of probable needs 
and even then, shipment was slow and uncertain and it began to look as if the time was not far distant when the 
manufacture of everything not absolutely necessary for the prosecution of the war, would be entirely prohibited. 
After carefully considering conditions, we placed orders for our usual requirements on such lines as Farm Ma- 
chinery, Wagons, Buggies, Cooking and Heating Stoves, Harness and Leather Goods, Ammunition, Etc. These goods 
began arriving early last summer and continued to arrive until after the armistice had been signed. On account 
of g poor corn crep in this section, coupled with a short cotton crop our business during the fall was much less than 
we had anticipated, consequently we find ourselves at the beginning of this year with a very large stock of many 
kinds of goods and while there is no sign of any lowering in wholesale prices and we are told will be none for 
many months to come, we have decided to reduce our excessive over-stock and beginning at once, and continuing 
until we shall have sold our stock down to about its normal size, we offer the following prices for Spot Cash Only: 
















Our entire line of HERCULES OPEN AND TOP 
BUGGIES at from $10.00 to $15.00 under the 
regular prices. You know what the Hercules 
Buggy is and as we have a large assortment and 
hayg in both steel and rubber tires, at the 
w making, we should sell, alk 


9-inch Steel Beam John Deere Plows $ 

with extra points only ...-.------ 18.00 
10-inch Stee] Beam Jno Deere Plows $ 

with extra points only - ee 19.00 
John Deere Double Disk Pony 
Plows with 20 inch disc only, 
pre ld-inch Stag 



















Among the smaller 1 e 


in this 
We mention a few to show you that this is a mon- 








As winter Is alf over, you should. avail 

yourself of this money saving opportunity to Loaded Shells only 
22 Target Cartridges only ___........____ 
Stove Pipe, per joint only ___ 
(rE 65c 
Best Black Faced Jumbo Horse Collars __$6.45 
No. 1 Galvanized Tubs only $1.25 
No. 2 Galvanized Tubs only __.________ $1.35 
No. 3 Galvanized Tubs only __.___.____ $1.50 


EAE AION LPR. AR ERS ROY 
Superior and Van Brunt Grain Drills in Stock 


get a Heating Stove at a lower price than you 

can buy one elsewhere. 

Our entire line of COOKING STOVES at prices 

ranging from 10 to 15 per cent discount from 

regular prices. If you need a cook stove, you 

positively cannot afford to miss this chance to 
| save some money. 























It is impossible to quote prices on everything, but as we are SLAUGHTERING prices on over 75 per cent of our en- 
tire stock, any one not taking advantage of the GREATSAVINGS offered in this sale, will be the loser, for it will 
be many days before a chance of this kind will occur again. While we expect the sale to continue for about two 
weeks, yet just as soon as We can get our stock down to proper size, these prices will be discontinued. Nothing will 
be old to any one at above money saving prices except for the SPOT CASH. 

We Will Accept Liberty Bonds on All Pudchases for Goods During This Sale. 


R. W. HARRIS 


Oldest Established Business House in Hopkins County. Cumby, Texas, 


ey saving sale to you. I 








Notes of the Retail Hardware Trade 


CoLuMBus, GA.—The Beach-Mosely Company, Inc., 
has opened a store here, carrying both a wholesale and 
retail stock of the following, on which catalogs are re- 
quested: Bathroom fixtures, belting and packing, build- 
ers’ hardware, building paper, churns, cream separators, 
cutlery, dairy supplies, dog collars, dynamite, electrical 
household specialties, fishing tackle, galvanized and tin 
sheets, gasoline engines, heavy farm implements, heavy 
hardware, home barbers’ supplies, lime and cement, 
lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, pumps, shelf hardware, 
silverware, sporting goods, wagons and washing ma- 
chines. 

SMITHFIELD, ILL.—Judd & Howerter are purchasers 
of the hardware store of A. W. Beam. The new own- 
ers request catalogs on shelf and builders’ hardware. 

BLOOMINGTON, IND.—The Von Behren Hardware Com- 
pany has discontinued business. 





ALGIERS, IND.—H. G. Loveless has commenced busi- 
ness here, dealing in the following lines, on which cata 
logs are requested: Automobile accessories, belting and 
packing, buggy whips, builders’ hardware, building 
paper, churns, cutlery, furniture department, galvan 
ized and tin sheets, harness, heating stoves, heavy farm 
implements, heavy hardware, iron beds, lime and 
cement, linoleum, lubricating oils, paints, oils, varnishes 
and glass, prepared roofing, pumps, ranges and cook 
stoves, sewing machines, shelf hardware and washing 
machines. 

JONESVILLE, IND.—Moorman & Rambo are successors 
to William T. Irvine. 


UPLAND, IND.—The service Hardware Company has 
been incorporated with a capital stock of $10,000. The 
incorporators are Albert E. Ballinger, R. G. Miller and 
Forest G. Miller. A complete stock of automobile acces 
sories, fishing tackle, builders’ hardware, mechanics’ 


Reading matter continues on page 86 
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Here is One King 


THE KING (=. 
BALL TIP 


DETACHABLE and ADJUST- 
ABLE Spring Hinge 


Which Shall Retain Partial- 

ity and Public Favor Every- 

where, in the future as well 
as the past 









Right Price 


Order Now for Immediate or Spring Shipment 


Large Stock 


All-steel construction, highly fin 
ished. Simple, strong, durable and 
attractive in design. The spring 
tension is easily and quickly ad- 






justed with a common wire nail, While these hinges are most com- 

and the door taken down by releas- monly used on screen doors, they 

ing the spring and withdrawing the are suitable for lavatory and storm 
doors 


pin without removing any screws 
or using any tools. 

Hinges packed one pair in carton 
with screws, and six dozen pairs 
{n case 


Spring replacements can be made 
without tools. 

Tested, oil tempered springs in- 
sure long life 


No. 2700 


' (heeretion Four Times Full Size 


Door Hangers and Tracks Boston 
Spring Hinges ALLI H- PR Chicago 
Rolling Ladders ” New York 
Garage Door Hardware Los Angeles 


Saas Gnas DANVILLE, ILLINOIS, U. S. A. Philadelphia 


Hardware Specialities San Francisco 
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| tools, sporting goods, silverware, etc., will be carried. 


VALPARAISO, IND.—Barry & Griswold have disposed 
of their stock to the Maxwell Implement Company. 


BRADDYVILLE, Iowa.—Walter Hoegh is purchaser of 
the hardware and implement stock of George Swain. 
The new owner requests catalogs on baseball goods, 
buggy whips, builders’ hardware, churns, cream separ- 
ators, cutlery, furniture department, galvanized and tin 
sheets, gasoline engines, heating stoves, heavy farm 
implements, heavy hardware, iron beds, kitchen cabi- 
nets, kitchen housefurnishings, linoleum, lubricating 
oils, paints, oils, varnishes and glass, pumps, ranges and 
cook stoves, shelf hardware, sporting goods, tin shop, 
wagons, buggies and washing machines. 


TrpeTon, Iowa.—The Tipton Hardware Company is 
erecting a new garage building and enlarging its stock. 


FLORENCE, Kan.—J. B. Meirowsky, who recently 
bought the stock of L. G. Cochran, has added several 
new lines, and requests catalogs on the following: Auto- 
mobile accessories, bathroom fixtures, belting and pack- 
ing, churns, cream separators, eutlery, dog collars, fish- 
ing tackle, furnaces, galvanized and tin sheets, gasoline 
engines, heating stoves, heavy farm implements, heavy 
hardware, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, plumbing department, 
poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, shelf hardware, silverware, sporting goods 
and washing machines. 


DETROIT, MicH.—Gunsberg Bros. have succeeded to 
the business of P. Demchack & Sons, 2247 Jefferson 
Avenue. 


DUNDEE, MINN.—The Dundee Implement Company 
has taken over the stock of implements formerly owned 
by F. A. Wolfe. Catalogs requested. 


Waconia, MINN.—W. P. Kusserow, who now owns 
the stock of A. P. Pofahl, requests catalogs on automo- 
bile accessories, bathroom fixtures, belting and packing, 
builders’ hardware, building paper, cutlery, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline en- 
gines, hammocks and tents, heating stoves, heavy farm 
implements, heavy hardware, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and glass, plumb- 
ing department, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, shelf hardware, silver- 
ware, tin shop and washing machines. 


PLATTSBURG, Mo.—The Peterman Hardware Com- 
pany has moved its stock to a new building, which has 
recently been erected and is thoroughly modern and up- 
to-date, with plate glass windows, etc. Catalogs re- 
quested on electrical washing machines. 


St. JoseEpH, Mo.—The Graham-Stringfellow Imple- , 


ment Company, 731 South Fourth Street, has been in- 
corporated with a capital stock of $20,000. 


Fort BENTON, Mont.—The Lee Hardware Company 
has commenced business here. 

ELM CREEK, NEB.—Lewis C. Larson, who recently 
started in business, requests catalogs on baseball goods, 
belting and packing, bicycles, buggy whips, builders’ 
hardware, children’s vehicles, churns, cream separators, 
crockery and glass, cutlery, dairy supplies, dog collars, 
electrical household specialties, fishing tackle, furnaces, 
galvanized and tin sheets, hammocks and tents, harness, 
heating stoves, heavy hardware, home barbers’ supplies, 
lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, ranges and cook stoves, re- 
frigerators, shelf hardware, silverware, sporting goods, 
tin shop and washing machines. 

CRANBURY, N. J.—H. R. Disbrow of Allentown has 
commenced business here, under the name of Disbrow’s 
Cash Hardware. He will carry a stock of paints, oils, 
stoves, roofing papers, automobile supplies, electrical 
goods, tinware, enameled ware, glassware and a general 
lines of hardware. George L. Stille will be manager. 
Catalogs requested. 

SautisBurY, N. C.—The Fisher-Thompson Hardware 
Company is the name of a new concern recently organ- 
ized here. 

GARDENA, N. D.—Theodore H. Zorn has discontinued 
business. 


Hardware Age 


WAUSEON, OH1I0.—H. J. Gelzer & Son have recently 
engaged in the hardware business. 


HEMPSTEAD, TEXAS.—The warehouse of M. Schwarz 
was recently destroyed by fire. 


RICHFoRD, VT.—H. O. Holt & Co. have been suc- 
eeeded by the Esty hardware store. , 


AucusTa, Wis.—H. A. Linder has taken over the 
stock of F. B. Seville. 


Fort ATKINSON, Wis.—H. Kammer & Son are now 
located in their new quarters on North Water Street. 


Coming Conventions 


ILLINOIS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Chicago, Feb. 17, 18, 19, 20, 1919. Headquarters, 
Hotel Sherman. Leon D. Nish, secretary, Elgin. 


MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, St. Paul Auditorium, St. Paul, Feb. 18, 19, 20, 
21, 1919. H. O. Roberts, secretary, 1032 Metropolitan 
Life Building, Minneapolis. 


OHIO HARDWARE ASSOCIATION CONVENTION AND Ex- 
HIBITION, Columbus, Feb. 18, 19, 20, 21, 1919. James 
B. Carson, secretary, Dayton. 


CALIFORNIA STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION, San Francisco, Feb. 18, 19, 20, 1919. 
Headquarters, Palace Hotel. Le Roy Smith, secretary, 
112 Market Street, San Francisco. 


NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION, Boston, Mass., Feb. 21, 22, 1919. Head- 
quarters, Hotel Lenox. George A. Fiel, secretary, 176 
Federal Street, Boston. 


SouTH DAKOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Coliseum Building, Sioux Falls, Feb. 25, 26, 
27, 1919. F. J. Shephard, secretary, Mitchell. 


KENTUCKY HARDWARE AND IMPLEMENT DEALERS’ As- 
SOCIATION, Tyler Hotel, Louisville, Feb. 25, 26, 27, 28, 
1919. J. M. Stone, secretary, Sturgis. 


NEw YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Buffalo, N. Y., Feb. 25, 
26, 27, 28, 1919. Headquarters, Hotel LaFayette; Ex- 
hibition, Broadway Auditorium. John B. Foley, secre- 
tary, 607 City Bank Building, Syracuse, N. Y. 

AMERICAN HARDWARE MANUFACTURERS’ ASSOCIATION 
CONVENTION, New Orleans, La., April 8, 9, 10, 11, 1919. 
Headquarters, St. Charles Hotel. F. D. Mitchell, secre- 
tary, Woolworth Building, New York City. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CONVEN- 
TION, New Orleans, La., April 8, 9, 10, 11, 1919. Head- 
quarters, St. Charles Hotel. John Donnan, secretary, 
Richmond, Va. 

AUTOMOBILE ACCESSORY BRANCH OF NATIONAL HArp- 
WARE ASSOCIATION CONVENTION AND EXHIBITION, De- 
troit, Mich., March 20, 21, 1919. Headquarters, Hote] 
Statler. T. James Fernley, secretary, 505 Arch Street, 
Philadelphia Pa. 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Little Rock, May 6, 7, 8, 1919. 
Headquarters, Marion Hotel. J. B. Webster, secretary. 
Southern Trust Building, Little Rock. 


SOUTHEASTERN RETAIL HARDWARE ASSOCIATION, com- 
posed of Alabama, Florida, Georgia and Tennessee 
Retail Hardware Associations. Joint convention Jack- 
sonville, Fla., May 20, 21, 22, 28,1919. Walter Harlan, 
secretary, 1426 Candler Building, Atlanta, Ga. 


New Officers and Directors 


HE following officers and directors were elected at 

the annual meeting of the American Brass Company 
at. Waterbury, Conn., recently: President, Charles F. 
Brooker, of Ansortia; vice-presidents, Edward L. Fris- 
bie, Thomas B. Kant and John A. Coe; vice-president 
and treasurer, John P. Elton; assistant treasurer, Clif- 
ford F. Hollister; secretary, Gordon F. Hollister; assist- 
ant secretaries, Franklin E. Weaver and Edmund H. 
Yates. Directors: Charles F. Brooker, James H. Elton, 
Harris Whittemore, Arthur C. James, Gordon W. Burn- 
ham, Royall Victor, Edward Holbrook, Edward L. Fris- 
bie, John P. Elton, Cleveland H. Dodge, Thomas B. 
Kent, T. Bramwell Burnham, John E. Wayland, James 
A. Doughty and John A. Coe. 


Reading matter continues on page 88 
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What Sells ( 
UNIVERSAL Home Needs? 


They are the best in mechanical construction, 
material and quality. Nearly every home in 
your community is using with the utmost satis- 
faction utensils bearing this UNIVERSAI. 
Trade Mark. 


Our national advertising in the prominent 
publications such as The Saturday Evening Post. 
Delineator, Woman’s Home Companion, Pic- 
torial Review, Literary Digest and many others 
keep up the interest in UNIVERSAL Bread 
Makers, Food Choppers, Percolators, Electrical 
Appliances, Vacuum Bottles, Cutlery, Pocket 
Knives, ete. 

Make our advertising your advertising by fol- 
lowing it up with attractive window displays and 
advertising in your local papers for which we 
will furnish electrotypes. This will help exploit 
the idea that your store is headquarters for UNI- 
VERSAL Home Needs. 


JINIVERSAL Home Needs are made to meet 

_ the Home service requirements of the consumer 

and the store profit requirements of the Dealer. 
Act today, not tomorrow. 


{UNIVERSAL} 


ann 
LANDERS + FRARY S- CLARK 


~NEW-BRITAINONY CONNECTICUT = ° 
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‘‘Home’’ Butter Maker 


In a catalog which the Kohler Die 
& Specialty Company of DeKalb, IIL., 
just got out, a new “Home” butter 
maker is shown. It is a mechanical 
device for merging butter and milk, 














maker 


{ The “Home” butter 
producing a good quality of table but- 
ter in a manner which means a con- 
siderable saving of the butter expense. 

It is claimed that the butter pro 
ducer will actually make two pounds 
of butter from one with the addition 
of a pound of fresh sweet, the product 
being delicious and sweet and the pro- 
cess requiring only one minute’s time 
after everything is in readiness. The 
butter with this device is made to ab 
sorb its own weight of milk, the 
product being milk-charged butter, 
not commercial butter. Its percentage 
of butter fat is reduced nearly one 
half, but the product is a fresh, deli 
cate butter which, if kept in a cool 
place, away from the air, the company 
claims, will remain sweet a little 
longer than fresh milk or cream. 

The “Home” butter maker can also 
be used as a churn to make regular 
butter direct from the cream, also a 
cream whip, egg beater, ice cream 


freezer, cake and batter mixer and as 
a butter renovator 
of heavy flint glass, 
quarts. 
are made 


The jar is made 
capacity two 
The top and working parts 
of cold rolled steel, elec- 





trically welded together and attrac- 
tively nickel plated. It is advised that 
there are no unsanitary parts to ab- 
sorb butter and become rancid, and all 
parts are accurately made to insure 
light running and long service. Full 
instructions accompany each butter 
maker 


Dayton Pump 


The Dayton Pump & Mfg. Company 
of Dayton, Ohio, has recently intro- 
duced its model No. 120 pump, which, 
it is stated, when connected with 
either elevated or pressure tank will 
supply water to the bathroom, laun- 
dry, kitchen and any other usual in- 

















The Dayton Pump, Modet 126 
side fixtures of the average residence. 
It will pump from cisterns, wells or 
any source of water supply where the 
water level is not more than 22 ft. 
below the pump. It is claimed that it 
will pump 120 gal. per hour against 
45 lb. pressure, or to an elevation of 
105 ft 

The pump double-acting and 
brass fitted throughout. The main 
bearings are fully enclosed in a dust- 
proof oil case having removable cover 
for easy inspection and run in an oil 
bath. One filling of the oil case, the 
company advises, will lubricate the 
pump for from six to eight months. 

The unique feature of this design 
is the easy access to the valves and 
piston. It is not necessary to discon- 
nect the discharge line or to break any 
other connections. The piston, with 
both cup leathers, unscrews_ bodily 
from the piston rod. With this con- 


1s 


r 


struction the leathers can be replaced 
from the water end without getting 
into the crank case to uncouple the 
connecting rod from the crank shaft 

The specifications are as follows: It 
has a double-acting pump, brass fitted, 
capacity 120 gal. per hour, fitted with 
automatic air intake valve for pres- 
sure tank service; %-hp. alternating 
current, 60-cycle, single-phase, 110 or 
220-volt motor, or 32, 110 or 220-volt, 
direct-current motor. Automatic belt 
tightening idler; endless leather belt; 
automatic electric pressure switch; 
standard pressure, 20-35 lb.; can be 
set for higher pressures if desired; 
pressure relief valve; suction strainer; 
Union connections for suction and dis- 
charge; oil can and wrench; floor 
space, 24 in. x 10 in.; height, 22 in.; 
approximate shipping weight, 100 lb.; 
pump tapped for % in. suction and 
\% in. discharge. Furnished less auto- 
matic switch for hand control when 
desired. 


Blue Flame Brooder 


The Reliable Incubator & Brooder 
Company, Quincy, IIl., has marketed 
the new “Colony Hover” brooder, 
which is made in three sizes, 30, 42 
and 52 inches. A few of the special 
points on this new device are indi 
cated on a circular which the com- 
pany has just sent out, as follows: 
It burns coal oil, has a steady blue 
flame, is comfortable and easy to op- 





The Hover” blue flame brooder 


Colony 


erate, economical to operate, no wick 
to trim, gives an abundance of heat, 
produces no oil fumes, a visible oil 
feed, convenient and safe, no coal, 
smoke or gas, and the flow of oil is 
regulated automatically. 

The “Hover” is made of galvanized 
steel with double galvanized steel legs. 
The 30-in. size has a capacity of 350 
chickens or less; the 42-in. size will 
accommodate 500 chickens or less ané 
the 52-in. 1000 chicks or less 


Reading matter continues on page 90 
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| “Ni 6b h l lish 
: ow remember, the only polis 
ga 
° . 
3 I want used on this car is 
Cy ‘ 
‘The 
Perfect 
. Polish” 
r, a . . . r 
: Che owners of the finest cars use Waxit with .the utmost con- 
an ha fidence—for it is the polish which the most careful housewives 
A- have been using on their pianos and mahogany furniture for years. 
“ . Waxit is a cleaner and polisher combined. Moisten a cheese cloth 
p- rub lightly and presto! Grease, dirt, water spots and streaks dis- 
appear like magic, and a mirror-like polish appears. F 
Mars and surface scratches are covered. Checking is prevented. It ra 
keeps the finish looking new. Waxit is wonderful Evervbedy who & 
a 





tries it says SO You will say so, too 














Waxit Sells and Repeats Because Car Owners ? ¢ 
Feel Safe in Using It 
It benefits the finish, makes it live and elastic Keeps the - 
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- car new locking. Nothing else equals Waxit for quick results, _—*, 
°a9° . e 2 . ° ° ¢ . © Ay 
ck for brilliarcy of finish, for giving the kind of satisfaction 0 oS 
> — rere ¢ 
at, that means REPEATS. ? ee 
oil Daten ; Page. 
al, WRITE for full sized package and our liberal ra 3 
is dealer’s preposition. Mail the coupon ° Pi my 
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WAXIT MANUFACTURING COMPANY GEES 
1537 Old Colony Bldg., Chicago, Ill. y Ig a | a 








New Lectroflater Outfit 


The Black & Decker Mfg. Co., Bal- 
timore, Md., has announced a new 
Lectroflater outfit consisting of a one- 
half horsepower Black & Decker elec- 
tric air compressor, having a capacity 
»f 2 cubic feet of free air per minute, 
together with a cylindrical pressed 
ateel reservoir 14 in. by 30 in. mounted 
on three wheels and provided with a 
handle, so that the whole can be 
| Wheeled about as circumstances re- 
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Black & Decker’s new Lectroflater outfit 


juire. The reservoir, it is claimed, 
holds sufficient air at one filling to 
inflate five average tires from flat to 
full pressure or ten tires from 40 to 
30 pounds. 

This outfit. is complete with a 
switch, electric cable, attachment 
plug, pressure gage, safety valve, 25 
feet of hose, tire connector and all 
piping and wiring, ready to run as 
soon as uncrated. 

The compressor unit itself is the 
standard Black & Decker No. 2. The 
motor develops a full half horse- 
power and operates at will on alter- 
nating current of 60 cycles or less 
and direct current. The compactness 
of the unit is accomplished by enclos- 
ing the motor, gear train and com- 
pressor in one housing. The motor 
and compressor are cooled by forced 
sirculation of air through this com- 
mon housing and can be run continu- 
»usly without over-heating. Motor, 
gears and compressor, including cy]l- 
inder walls and piston, are grease 
lubricated by capillarity. 


, Motor ' 


Accessories 


Bay State Commercial Timer 


The Bay State Pump Company, 102 
Purchase Street, Boston, Mass., has 
just brought out the Bay State Com- 
mercial Timer for Ford cars, designed 
to overcome timing troubles and pro- 
duce more power, quicker accelera- 
tion and quieter running. All parts 
are made of hardened steel. In this 
timer the arcing occurs at the bend 
ends of the contact, away from the 
flats of the contact, where it can do 


The Bay State Commercial Timer 


no harm. Resilience of contact is ob- 
tained by making both the brush and 
the contact yielding. 


Weed Truck Chain-Jack 


The latest Weed chain-jack for 
trucks makes it easy and safe for the 
driver to handle the heaviest truck, 
loaded or empty. 

The universal movement of the 
screw provided by the lenticular thrust 
bearing in combination with the broad 
base holds the load with safety on un- 
even road surface. This lenticular 
bearing consists of a hardened steel 
cup forced into the base casting, 
which holds the lower hardened end of 
the jack screw in perfect alignment, 
and a hardened steel button or disc 
whose diameter is slightly smaller 
than the cup. This disc, being free to 
shift its center, makes it impossible 
for the screw to bind and cause re- 
sistance to rotation, the concern ad- 
vises. Its broad base prevents the 
jack capsizing or sinking into the road 
surface. There are no projections on 
the jack to injure the axle, tie rods 
or aie rigging in case the driver 
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starts the car without taking the jack 
out. It is claimed that it cannot in- 
jure the truck, and that the jack itself 
will stand the grossest abuse without 


The latest Weed truck chain-jack 


getting out of order. The specifica 
tions of the jack are as follows: 
Height when lowered 12 inches, maxi- 
mum rise 7% inches, height when 
raised 19% inches, lifting capacity 5 
tons, weight 33 pounds. It is manu 
factured by the American Chain Com 
pany, Inc., Bridgeport, Conn. 


Windshield Cleaner 


The Outlook Company, Cleveland 
Ohio, has designed a new type “Out- 
look” windshield cleaner which now 
fastens through the frame. It is espe- 
cially built for open cars with close 








The improved “Outlook” windshield 
cleaner 


fitting tops. This new model differs 
from the old one in its method of at 
taching. It has the same built-in dura- 
bility, the spring-steel , tension bar, 
high grade rubber wiper and the ex- 
clusive “Outlook” rubber roller. The 
company claims to guarantee the 
windshield cleaner in every respect. 











